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' 
UR CREDIT unions 
} give us the happy 
opportunity, as so many 
of us can heartfeelingly 
testify, to help others 
while we are helping our- 
selves. 

Once more we are par- 
ticularly aware of this op- 
portunity, and we take 
special advantage of it, as 
we participate in the Seventh Annual International 
Credit Union Membership Drive, during the three 
months from February 1 through April 30, 1950. 
For as has been said, 

“Every new credit union member means 

a stronger individual 

a stronger credit union 

a stronger credit union league 

a stronger credit union movement.” 

For our own sake, for the sake of all credit union 
members, but especially for the sake of the new 
members themselves, let us all strive to exceed 
greatly the goal set for the drive by the avnual meet- 
ing of the Credit Union National Association—at 
least 100,000 new credit union members. 

John Eidam, President 

Credit Union National Association 
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Sparking The Chain Reaction 


cle. 

A few people—a half dozen or 
so—are fired with the understanding 
of what credit union action may 
mean to their group. 

They organize a credit union which 
renders prompt, friendly, we'’re- 
here-to-help-your - dollars -have- 
more-cents sort of service. ’ 

The word gets around. More people 
join up, are served, and pass the 
word along. The credit union grows 
steadily, more or less swiftly de- 
pending upon individual circum- 
stances. 

But here the miracle may and 
often does become a half-baked one: 

The treasurer begins to get bogged 
down with detail work. The initial 
enthusiasm dies down—familiarity 
breeds contempt—the pioneers begin 
to take for granted the credit union 
and all it means to them. 

The chain reaction needs a booster 
charge from time to time, if the 
bright wonder inspired by maximum 
credit union service to a maximum 
number of people is to be enjoyed. 

Hence, the annual membership 
drives. The Seventh Annual Interna- 
tional Credit Union Membership 
Drive starts this month and continues 
through April. You are invited and 
urged to participate, for the good of 
your present members who are not 
making full use of their credit union 
opportunities, and for the good of 
your potential members who are not 
making any use of their credit union 
opportunities; and for the good of 
your credit union’s leaders, including 
you, who need the encouragement 
and satisfaction and help that comes 
from “new blood” and renewed en- 
thusiasm. 


T’S a chain reaction sort of mira- 


What is a membership drive? 

It is primarily two things. One, it 
is a time for stock-taking. Is our 
credit union house really in order? 
Are we now rendering the great 
service that has won so universal 
support for the credit union program; 
that caused us to organize? Are we 
now actually rendering the service 
we fondly hope and say we are ren- 
dering? Are we going forward or 
back, policy-wise? Are we making 
more restrictions, or fewer? Are we 
adding more services, or fewer? Are 
we taking on more problem cases, or 
fewer? Are we leading more people 
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to participate in the development and 
operation of our credit union, or 
fewer? 

Two, it is a time for concentrated 
membership enlistment activity. 
While we all try to add new mem- 
bers throughout the year, we are all 
human. We cannot maintain drive- 
intensity on all phases of our activi- 
ties at all times. If we operate an 
efficient, service-minded credit union 
throughout the year, we can rest 
content that we are doing much 
toward achieving our greatest growth 
—providing we accelerate our pro- 
gram each year with a successful 
membership drive. 


What makes a successful drive? 

An easy answer would observe 
that “that depends.” 

Each credit union has its own 
yardstick in its own circumstances, 
and it would be presumptuous to 
lay down any rigid standards or 
goals—or to prescribe any set plan 
of action. 

The following generalizations will 
probably be helpful, however, since 
they are based on the experience of 
many credit unions over several 
years. 

First of all, one of the best fruits 
as well as one of the chief causes of 
successful drives is a well organized 
membership drive committee to plan 
and handle the details. While putting 
on a successful drive, the committee 
members will become better, more 
inspired, credit union members and 
credit union leaders themselves. 

Probably it is wise to appoint first 
a small committee of three or five 
members, with a member of the 
board as chairman. This committee 
will do the basic planning, and su- 
pervise the drive. As the plans de- 
velop it will appoint subcommittees 
to handle special assignments. 

As a rule a membership drive 
probably includes two phases. First, 
the “softening up” phase, to use a 
bit of advertising lingo. During this 
time, the house organ, newspaper, 
and bulletin stories will appear reg- 
ularly; personal letters may be writ- 
ten; posters and other visual methods 
may be used; teams may be organ- 
ized and inspired. Your committee 
will have its own ideas based upon 
your own circumstances. 

The second phase reaps the har- 
vest. This should be by personal con- 


tact. If possible every potential mem- 
ber, every member, should be con- 
tacted and invited to join or make 
more use of the credit union. 

You might have two teams, with 
equal lists of member and potential- 
member contacts. Perhaps the losers 
might wait on the winners at a vic- 
tory banquet. 

Other ideas for you to consider are 
found in this and each issue of THE 
Crepir UNION Brince, and in the 
Cuna Supply Catalog. 

Of course the most important idea 
of all is this: the success of your 
drive depends upon the service you 
render. That’s got to be good. It 
might be wise to ask each new mem- 
ber gained in this drive, two or 
three months later, just how well he 
has been served, and what could 
have been improved. 

At least you would strengthen his 
interest in the credit union by doing 
so. He might help you improve your 
service. And if he has been satisfied, 
he might be willing to be quoted, or 
even inspired to spread the good 
word. 

For as we have seen, the credit 
union is a chain-reaction sort of 
miracle which needs booster charges 
if it is to completely flower. 

There is your challenge, offered by 
this membership drive period. May 
your drive be a most successful one. 


Correction 
In the legend for the picture of 
the National Association of Manag- 
ing Directors on page 22 of the Janu- 
ary issue, the first name listed is 
Vaux Owen of Georgia. It should be 
Clyde Liner of Georgia. 








“It is a struggle for maintaining 
in the world that form and sub- 
stance of government whose 
leading object is to elevate the 
condition of men—to lift arti- 
ficial weights from all shoulders; 
to clear the paths of laudable 
pursuit for all; to afford all an 
unfettered start, and a fair 
chance in the race of life.” 
—Abraham Lincoln. 











Old Members 


Bring In New Ones 


.. and in the process old members make themselves better members 


(Marie Puhr of the Farm-Credit Administration wrote an article on that sub- 


ject last year. It fits our credit union membership drive in a number of ways, 


so I am going to twist and turn it in part to apply to our membership drive.) 


HO WOULDN'T JUMP at the 
WY cease to do a good turn for 
his neighbor when at the same time 
he is building a better organization 
to serve himself” 

The membership Booster Club 
sprouted and grew from this psy- 
chology, and in a few months the 
membership grew by several hun- 
dred. The goal of “every member a 
salesman” was the principle under- 
lying the program. Satisfied mem- 
bers talked to their neighbors and 
introduced them to the credit union 
The member not only helped his 
neighbor but himself. He got a 
two-way reward—the fact that his 
friend joined the credit union, and 
the fact that he and his friend were 
building a better organization to 
serve them both 

To join the club, the member 
signed the chart, got a small pack of 
leaflets to remind him of the pur- 
poses and services rendered by the 
credit union, and then he went out 
to tell from two to five non-members 
about it. 

Here’s how he might have started 
his program. Going down the street, 
Bob Jones met one of his neighbors 

“How are you, Bill? What you 
doing in town today?” he greeted 
him. 

“I brought in a case of eggs this 
morning, and am checking around a 
little to see about getting some chicks 
and feed. I've got some rye and corn 
that I might turn in to broilers.” 

“Say Bill, I signed up to help with 
the membership drive of our credit 
union, and I have been wanting to 
ask you if you had considered join- 
ing up with it.” 

“Yes, Bob, the thought has entered 
my mind, but I haven't had any sav- 
ings to put in, and it seems to me 
that the folks that have chicks and 
feed to sell would understand my in- 
terest in credit for those particular 
things better than the credit union.” 

“Bill, I think I know what you 
mean. I was hesitant to apply for 
my first loan from the credit union, 
but three years ago when I found out 
I could buy binding twine for 2c a 
pound les¢ for cash, I tried it out. 
I've taken good care of my account, 
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and when I need a loan for anything 


worthwhile, they sure give me good 
service, and the savings amount to 
quite a little.” 

“It sounds OK Bob, but I guess I 
never got around to checking just 
how it worked, anyway I'll think it 
over ...I may try them out one of 
these days.” 

“Now Bill, if you are thinking 
about credit for some little chicks, it 
seems to me that today would be 
about as good as any. How about 
coming with me to the credit union 
office. I'll introduce you to the man- 
ager and we can visit with him a bit 
about their way of doing business.” 

“Ok Bob, I'll do it.” 

March 18—District of Columbia 
Credit Union League annual meet- 
ing, Hotel 2400, Washington, D.C. 

April 21-22—Minnesota League of 
Credit Union annual meeting, Hotel 
Nicollet, Minneapolis, Minnesota. 


Membership Committee 

Our credit union is now approach- 
ing its fourteenth anniversary and 
we feel quite proud of its rapid, 
though healthy growth through the 
years. More and more members are 
just now recognizing the valuable 
services it renders its members. It 
is with this thought in mind that a 
membership committee was formed 





this year in an endeavor to acquaint 
more and more employees with the 
usefulness of the credit union. Its 
only function is to serve you, here at 
Sherwin-Williams. 

We feel that it is definitely an 
asset to be a member and enjoy be- 
ing able to do business at such a rea- 
sonable rate of interest. Get out 
from under the yolk of loan com- 
panies with their death dealing in- 
terests and place your business at 
the doors of our credit unions. 
Remember each and every loan is 
booked by CUNA Mutual Loan Pro- 
tection Insurance which guarantees 
insured against further payments in 
case of death or total disability. — 
SWEMCU News Cast, Sherwin- 
Williams Employees Credit Union, 
Chicago, Illinois. 


A Handy Reference 


THE BOUND voLuMES of The Credit 
Union Bridge provide one of the 
handiest and the most complete 
sources of reference on credit unions. 
Take the annual meeting committee, 
or membership drive committee, or 
educational committee — that must 
tackle the job cold compared to the 
committee that can refer to the sea- 
sonal articles over a period of years. 
Or take a course of action presently 
considered by the board of directors, 
and compare the success with the 
credit unions that refer to the annual 
index and check the experiences of 
others. 





The convenience of the bound vol- 
umes has been recognized for years 
by a few credit unions and league 
offices. At present back copies are 
available for 1942, 1944, 1945, 1946, 
1947, 1948 at $3.50 each. 


LEAGUE QUOTAS ANNOUNCED FOR 
SEVENTH ANNUAL MEMBERSHIP DRIVE 


The 1950 drive for 100,000 net gain in credit union memberships will begin 
February 1 and continue through April. The quotas for the drive were set by 
weighing equally the present number of credit union members and the number 
of credit unions in each league with the exception of Quebec and Massachusetts. 


State or Province 1950 Quota State or Province 1950Quota = State or Province 1950 Quota 
PR, eas ema DEE fic ateehvces ie 350 Oklahoma ........... 675 
ED st asia ewneee 1,350 Manitoba ........... Sf eee 3,100 
BI ai cleo 175 0«6=— Maryland ........... ee SD oa cccavavews 
Arkansas ............ 200 Massachusetts ...... 1,800 Pennsylvania ....... 6,550 
British Columbia ... 1,700 Michigan ............ .200 PrinceEdwardIsland 400 
California ........... 5,400 Minnesota ........... ae 325 
CED: ccccccacesns 1,000 Mississippi .......... 225 Rhode Island........ 650 
Connecticut ......... 2,600 Missouri ............ 3,500 Saskatchewan ...... 1,500 
Delaware ..... fs 80 Montana ............ 300 South Carolina ...... 225 
Dist. of Columbia 1,500 Nebraska........ .»» %% South Dakota ....... 225 
DE ce a ctacesees '! bBo Oe 50 Tennessee ........... 1,300 
Georgia ........ 1,250 New Brunswick .... 645 Texas ............... ' 
OO” eae 1,000 New Hampshire .... 175 Utah ................ 525 
ED concsuseviavess 225 New Jersey ......... 2,750 Vermont ......... ne 150 
lillinois . 10,000 New Mexico ........ 225 Virginia ............. 950 
Indiana . 3,000 New York .......... 7,500 Washington ......... 1,400 
RE aa ies 1,600 North Carolina ..... 1500 West Virginia ....... 525 
Kansas .............. 1050 North Dakota ....... 525. Wisconsin ........... 5,000 
Kentucky ........... 925 Nova Scotia ......... 1,600 Wyoming ........... 100 
Louisiana ........... | i eee 000 
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A Stitch in Time 


OAN PROTECTION and Life 
Savings proved to be a “Stitch 
in Time” for the Dairymen’s 

Federal Credit Union of Highland 
Park, Michigan. Here’s the story: 

The officers and directors of the 
Dairymen’s Federal Credit Union 
became increasingly aware of the 
need for Loan Protection and Life 
Savings insurance as their organiza- 
tion expanded. But not until October 
1, 1949, were these insurance con- 
tracts adopted. 

As early as October 8—just eight 
days after their insurance had be- 
come effective and more than a 
month before their first premium 
payment was due—a member who 
had saved $4,133 with Dairymen’s 
FCU since May, 1941, died suddenly 
of a heart attack. Because Life Sav- 
ings insurance matched $1000 of 
these savings, the credit union was 
able to present his widow with $1000 
more insurance than she had planned 
on. It was a truly gratifying experi- 
ence. The thankful widow immedi- 
ately called the credit union to ask 
if other members of her family might 
participate and when informed that 
members of the immediate family 
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could, she deposited $1000 each in 
accounts for her three youthful sons 
and an additional $5000 in her own 
account. Here the Board of Directors 
was forcefully shown the wisdom of 
securing CUNA Mutual insurance. 


Troubie Can Come In Batches 

Little did the Dairymen’s FCU 
know that it was to file two more 
claims even before a premium pay- 
ment was due, but on October 17 
another member of long standing 
died of a cerebral hemorrhage, leav- 
ing his widow, a son in college, a son 
in high school and an infant son. 
A'though this member’s savings were 
considerably less, the additional $417 
that the credit union could pay to 
the widow was most welcome. 

On November 11 another member 
died, owing his credit union $366 on 
a car and having a joint share ac- 
count balance of $117. Here the credit 
union was able to inform the widow 
that the $366 balance on her hus- 
band’s car was cancelled and that 
she would receive an additional 
$58.50 on her joint share account. 
(Some of this member’s shares were 
saved after age 55). The mem- 


ber’s grown son informed the credit 
union that his father had been very 
proud of the provisions he had made 
for his family through insurance and 
that he would have been pleased to 
know that his family would not have 
to use part of this insurance to pay 
off the car loan. 

On November 15 the Dairymen’s 
FCU paid its first premium to CUNA 
Mutual—$879. That sounds like a 
great deal of money, and it is, but 
since October 1, when both the Loan 
Protection and Life Savings insur- 
ance policies had become effective, 
CUNA Mutual had paid claims to 
this credit union totalling $1841.50! 
—That’s over twice the amount of 

the first premium. 
> While it is true that such a high 

death rate in any one credit union 
is unusual and that many credit un- 
ions might go on for months and even 
years without having occasion to file 
a claim, it must be remembered that 
the payment of claims on Loan Pro- 
tection and Life Savings is only one 
of the advantages. 


Members Increase Participation 

In a letter from Dairymen’s treas- 
urer, Forrest A. Foster, we learned 
that during September, the month 
the members met, discussed and ap- 
proved share and loan insurance, 
share accounts increased $29,000. In 
October, the first month of coverage, 
shares increased $32,000, and in No- 
vember, $13,000. A continued in- 
crease in shares and loans is being 
experienced by the Dairymen’s FCU. 
Quoting directly from Mr. Foster, 
“IT am sure that the insurance pro- 
gram is responsible for a good share 
of this splendid increase.” 

The Dairymen’s FCU is very 
grateful for the protection they have 
received through Loan Protection 
and Life Savings insurance. Even be- 
fore they had occasion to recognize 
the concrete values of the three claim 
payments made in October and No- 
vember, Mr. Foster wrote a letter of 
appreciation for the generous co- 
operation his credit union received 
from Messrs. Glenn Coutts of the 
Pere Marquette Employees Credit 
Union and Claude Richards of the 
Hudson Gratiot Federal Credit Un- 
ion, who presented their views and 
experiences on Loan Protection and 
Life Savings to the members of the 
Dairymen’s FCU and helped con- 
vince them of the values of such pro- 
tection. 

Organized in 1941, the Dairymen’s 
FCU today has a membership of over 
2,100 and assets of over $850,000. 
Composed entirely of United Dairy 
Workers Local No. 83 C.1.O., the 


membership typifies the average in- 
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Standing. left to right: H. Gibbs, Director; L. Woodward, Director: C. Waters, Director; W. 
Micus, Director; M. Ward, Director; E. Esch, Sup. Comm.; A. Kirby, Sup. Comm.; T. O’Aless 
Andro, Director. Seated, left to right: R. Duquay, Vice President; F. Gorst, President; 
G. Coutts, Treasurer; F. Foster, Treasurer. 


come group, so far as standard of 
living is concerned. More than half 
of the members are retail and whole- 
sale route salesmen; the remainder 
are employed in hauling milk from 
the surrounding farm area and pas- 
teurizing and bottling the milk in 
modern dairies. When the creameries 
recognized the value of credit unions 
in contributing to the welfare of 
their employees, they provided pay- 


roll deduction benefits, thus contrib- 
uting greatly to its success. 

As pioneers in Michigan in the 
construction of their own office 
building designed especially for 
credit union use, the Dairymen’s 
Credit Union stands out as a fine 
example of what can be accomplished 
when organized labor and industry 
work harmoniously together for a 
good cause. 


Executive Puts Out W elcome Mat 


FOR CREDIT UNIONS 


Remarks by John C. Gillies, Employee Relations Manager, Everett Refinery, Esso Standard Oil Co., 
at Credit Union Day Dinner of Massachusetts CUNA Association. 


E ARE VERY GLAD to wel- 

come you for the second year 
to our Esso Auditorium. We hope 
that you will continue to be our 
guests for many years to come—in 
fact, just as long as you wish, the 
door will always be open and the 
welcome mat outside. 

In reading over the literature 
about credit unions I quickly saw 
that many distinguished men, speak- 
ing at your various gatherings 
throughout the country, had already 
expressed with an eloquence beyond 
my reach their feelings about the 
credit union movement. We share 
their opinions, and we hope that 
credit unions prosper in the future 
beyond your fondest hopes. 

I would like to devote my remarks 
tonight to an aspect of your work 
which, so far as my knowledge ex- 
tends, has not been given very much 
attention. I refer to the opportuni- 
ties which it gives for the develop- 
ment of leadership in many individ- 
uals who might not otherwise have 
an opportunity to develop. their 
capabilities. 

As we go about the job of organ- 
izing and operating credit unions in 
plant, shop, and office-—we are grow- 


ing, developing, and bringing out the 
best that is in us. Wise men have 
always said that the first business 
of mankind should be to work to- 
ward a society which affords all the 
people the maximum opportunities 
to reach their highest capabilities. 
That is what the Esso Standard Oil 
Company stands for in the field of 
employee relations. What we do in 
that way, although far from perfect, 
is an interesting story in itself, but 
there is no time to tell it tonight. 

However, I will call upon our ex- 
perience with our own credit union 
to illustrate my point concerning the 
development of leadership. I will 
show you how many of our peo;yle 
as a result of their experience with 
the organization and operation of 
our Octane Credit Union have gone 
on to other things, and how they 
have richly added to the life of our 
plant here at Everett Refinery, and 
in so doing have gained personal 
fulfillment and satisfaction not pos- 
sible in any other way. 

The story goes back to August, 
1933, when, after months of talking 
and persuading and convincing, our 
Octane Credit Union was chartered 
through the efforts largely of several 


of our plant men present tonight 
who had the spark, vision, and cour- 
age to push this new venture which 
was sorely needed. 

Through the months preceding the 
charter, by means of having to grope 
for the steps toward organization, 
they were growing in stature, learn- 
ing how hard it is to get these things 
done. and learning how to advance 
their ideas, learning in many ways, 
but also getting that sense and sat- 
achievement without 
which living is bleak and not much 
fun. 


isfaction ol 


With the credit union behind them, 
these same men—and others by then, 
of course, because success encour- 
ages others to try their wings— 
formed a Hospital and Medical plan 
(before the Blue Cross, by the way) 
which is flourishing today, and can 
you measure the good that it has 
done for our people, the peace of 
mind it has brought to the sick and 
their dependents? 





Our Esso Association came into 
existence in those days, too. This 
organization sponsors social events 
and sends gifts and cards to the 
sick, and flowers to the bereaved. 


In 1938 the Wagner Act came 
along, and at that time our inde- 
pendent union felt that it would be 
desirable to reorganize and secure 
National Labor Relations Board cer- 
tification. This was carried out by 
several of the same men. 

I have only named the few most 
well-known of the far-reaching re- 
sults of men making for themselves 
in this credit union movement the 
opportunities to grow and develop in 
the service of their fellow-men. You 
well know what those services have 
meant to people. 

Now—what of the future? Can 
you see where the growth of this 
kind of leadership can lead us in 
the generation that lies ahead? I can 
... I can see where the release of 
human talents to grow to their full- 
est extent can bring all of us a ma- 
terial prosperity far greater than we 
have today, great as it is. But even 
more important, I can see how mak- 
ing opportunities for people to de- 
velop their abilities and solve their 
own problems can preserve our na- 
tive self-reliance, which is the in- 
herent characteristic of free men. 

“Great oaks from little acorns 
grow.” The organization and opera- 
tion of credit unions and related ac- 
tivities can make a contribution of 
untold potentialities because _ it 
serves as a means to unlock the doors 
to creative work for many men and 
women, and releases their talents for 
organization and leadership. 


The 


Credit Union Bridge 




















How to Keep ’Em 


DOWN ON THE FARM 


(Coprighted by National Home 
Monthly, Toronto, Ontario 1949. Re- 
printed with permission from No- 
vember 1949 issue) 


Te DUSTY, Jeep station- 
wagon spurted down the coun- 
try road and unceremoniously 
skidded to a stop beside the field 
where the young farmer was thresh- 
ing. A tall, slim man wearing a black 
fedora and the stiff, white collar of 
the cleric, hopped nimbly out and 
strode determinedly towards the wire 
fence. The farmer joined him there, 
Father Francis Xavier O'Reilly 
didn’t waste time getting to the point. 

“What’s this I hear about you 
thinking of leaving the country and 
going to live in the city, Pat?” he 
demanded. 

“Well, it’s like this, father,” the 
young farmer explained, “I didn’t 
want to give up the farm, but what 
can I do? I need more acreage. The 
next small farm’s up for sale and I 
could really make a go of it if I had 
it. But I’ve got no ready cash and I 
can’t get a loan because I’ve got no 
security. I’m still paying off the 
mortgage on my farm. If I just had 
more land, I’d be out of the hole in a 
few years. As it is, I only seem to be 
getting in deeper.” 


Fighting The City's Lure 

Father O’Reily pushed his battered 
felt hat to the back of his head. 
“You're a good farmer, Pat,” he said, 
“and the land is good. This is where 
you belong. Not in the big city. You 
wouldn’t be happy there, and it’s a 
happy man that makes the best 
Christian, d’you see now? I know 
you’d make a success of it if you had 
that extra land, and I’m going to see 
that you get it. How much would ye 
be needing?” 

“About $3,000.” 

“We'll arrange it through the 
credit union,” the priest told him. 
“Come to see me in my office to- 
morrow night and we'll settle the 
deal.” 

Smiling now, the young farmer 
started to thank the priest, but Fath- 
er O’Reilly brushed it aside with his 
infectious smile. “The only thanks I 
want, Pat,” he said, “is for you to be 
a success and for you and your fam- 
ily to lead a good, happy life.” And 
with a cheery wave Father O'Reilly 
hopped back into his Jeep and dis- 
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appeared back down the road in a 
cloud of dust. 

That was two years ago. Today, 
Pat is successfully working the en- 
larged farm which Father O'Reilly 
helped him get. He is happy, and he 
no longer thinks of going to the city. 
And Father O’Reilly has helped him 
get new, modern farm machinery, 
and even indoor plumbing for his 
house. 

Pat’s case is not an isolated inci- 
dent. Such happenings are as com- 
mon in the life of Father Francis 
Xavier O’Reilly as Sunday Mass. For 
Father O'Reilly is a country priest 
who is determined to keep his par- 
ishioners down on the farm, and 
what’s more, keep them happy there. 
Ever since the Irish-Canadian priest 
arrived in the little Ontario town of 
Colgan, 45 miles northwest of Tor- 
onto, four and a half years ago, he 
has been conducting a_ vigorous, 
practical—and successful—campaign 
to stem the exodus of country folk 
to the cities. He has battled the lure 
of city life by bringing to his rural 
parish such things as new businesses, 
new jobs, new houses, new farms, a 
modern new high school and several 


hundred bathtubs. 


Religion No Barrier 

To date, Father O’Reilly’s “back 
to the land” drive has directly helped 
over 200 families, or close to 1000 
persons, to a new and better life. 
Religious belief has not entered into 
it. Perhaps 40 per cent of the people 
he has helped have been non-Cath- 
olics. He has helped close to 100 
farmers modernize, improve and en- 
large their farms. He has set up more 
than two dozen young men with little 
or no capital, on farms of their own. 
He has put another dozen young 
men, in similar capital-less circum- 
stances, into business for themselves. 
He has built a $30,000 high school for 
over 150 students. He has built nine 
seven-room, cement-block houses 
and sold them at cost (average price: 
$3,500) to young families with at 
least two children, and with little or 
no money for a down payment. He 
has created an estimated 75 new jobs 
in the district. He has put indoor 
plumbing into hundreds of rural 
homes. He puts on a weekly movie 
show, and encourages all kinds of 
community entertainment 
sports to dances. In 


from 
short, what 


Father O'Reilly is trying to do is 
bring the advantages, conveniences, 
opportunities, and entertainment of 
the city to the country. 

Indirectly, this hard - working 
country priest has helped everyone 
in the district to a better standard 
of living. He has also brought to the 
region a feeling of progressiveness 
and security that it has not felt since 
pre-depression days. 

Father O’Reilly has done all these 
things without the aid of a single 
donation. It has been strictly busi- 
ness, not charity. To finance his 
various projects, he organized a 
credit union—a sort of co-operative 
money-lending company. In actual 
cash, these projects have cost up- 
wards of $150,000, but their value to 
the community is many times that 
amount. 


The Function Of Money 

It may seem strange to some peo- 
ple that a country priest should 
spend so much time dashing about 
the country arranging loans. It 
doesn’t to Father O’Reilly. Money, 
he admits, has been his principal ally 
in his campaign to keep the country 
youths down on the farm. 

“A lot of people are afraid of 
money,” he says. “But nevertheless, 
we must admit that a certain amount 
of money is, in our present way of 
life, necessary for happiness. Some 
say that money is the root of all evil, 
but this does not apply to lots of 
money, but more especially to lack of 
money. Money difficulties have 
broken up homes and _ families, 
driven people from the land to the 
cities, and deprived many a would- 
be success from a fair chance at a 
full, happy life. That’s why I have 
helped young fellows without funds 
to get started in the business of their 
choice. That we have never had a 
failure, is proof enough for me that 
it is the right idea. They are happy, 
and when they are happy they are 
better Christians, and closer to their 
church. Credit unions and employee- 
ownership of industry—like they 
have at the Parmenter and Bullock 
plant at Gananoque—are our answer 
to Communism. In fact, they are our 
only answer.” 

Father O’Reilly’s superiors agree 
“The Church learned a great lesson 
in Europe.” Father Frank McGoey, 


‘of Schombert, Ontario, Rural Rep- 
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resentative for Toronto Diocese, told 
me recently, “In Europe the priests 
grew apart from the workingmen. 
You could say they became more 
like aristocrats—out of touch with 
the ordinary people. This was a great 
mistake, and the Church is paying 
for that mistake today with the pres- 
ent trouble with the Communists in 
Europe. In Canada now, the Church 
is getting closer to the people, closer 
to the workingman. In Quebec, for 
instance, priests are now the most 
vigorous supporters of labor.” 


The Need For Security 

Father Francis Xavier O'Reilly 
seems to blend naturally into this 
small town picture. Actually, he is 
not a country man. He was born in 
the city of Ottawa in 1901, and he 
was educated in, has lived and 
worked in large cities practically all 
his life. Nor has his aversion to the 
poverty and slums of large cities 
anything to do with his early life 
His Irish parents were very wealthy. 
and young Francis did not want for 
anything. He went to the best schools 
and seemed headed for a business 
career. But he had always felt an 
urge to help his fellowmen, so he 
decided to become a priest 

When Father O'Reilly was ap- 
pointed to Colgan in June, 1945, he 
did not even know such a place ex- 
isted. He had to get a Toronto friend, 
who knew the district, to guide him 
Today he 
scoots about the countryside in his 
Jeep as though he had lived there 
all his life, and everywhere he goes 


there on his first trip 


his familiar figure evokes a shout 
of greeting ; 

Father O’Reilly’s parish is rather 
unique for predominantly Protestant 
Ontario. Colgan is 100°. Roman 
Catholic and its hugh. red_ brick 
church is the biggest Catholic church 
for miles. There are about 85 fam- 
ilies in Colgan. an increase of 10 
since the arrival of Father O'Reilly 
However, there are many _ non- 
Catholic families within the bound- 
aries of the territory Father O'Reilly 
serves. Tottenham, three miles south 
of Colgan, for instance, has a popu- 
lation of slightly less than 1,000 and 
is predominantly Protestant, with 
four Protestant churches to one 
Catholic. 

Father O'Reilly was not long in 
his country parish before he began 
to feel that something was wrong. 

“There was unhappiness and fear 
in the country,” he remembers today 
“No one seemed to feel secure. The 
farmers, especially those who re- 
membered the early thirties, feared 
a depression. They needed money 
to improve and expand their hold 
ings, but they were afraid to borrow 


They remembered the days when the 
price of potatoes dropped to 10 cents 
a bag. Those who weren’t worrying 
were borrowing the only place they 
could—in the city from the banks 
and large companies. The money 
they paid in interest was going into 
the city and it wasn’t coming back 
to the country. It should have been 
staying in the country to work for 
the people, d’you see now?” The 
younger generation were not happy 
in the country either. For some time, 
the Church had been worrying about 
the trend away from the land. The 
city offered higher wages, more com- 
forts, more excitement. And Father 
O’Reilly saw a threat to home life 
and church strength in city dwellers 
with their smaller families. 

A modern priest who believes that 
a pastor should not only concern 
himself with the spiritual welfare of 
his flock, but with their material 
wellbeing as well, Father O'Reilly 
resolved to do something about con- 
ditions in his parish. 

He talked it over with his imme- 
diate superior and Father McGoey 
suggested that a credit union might 
be the answer. 

In September, 1946, Father O’Reil- 
lv called a meeting of his parishion- 
ers to discuss the possibility of a 
credit union “strictly from the lay- 
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Washington's Prayer 
For The Nation 


Almighty God. we make our earn- 
est prayer that Thou wilt keep thy 
United States in thy holy protec- 
tion, that Thou incline the hearts 
of the citizens to cultivate a spirit 
of subordination and obedience to 





government, and entertain a broth- 
erly affection and love for one 
another and for their citizens of 
the United States at large. 

ind finally that Thou wilt most 


graciously be pleased to dispose us 





all to do justice, to love mercy, 
and to demean ourselves with that 
charity. humility, and pacific tem- 
per of mind which were the char- 
acteristics of the Divine Author of 
our blessed religion, and without 
an humble imitation of whose ex- 
ample in these things. we can 
never hope to be a happy nation. 

Grant our supplications, we be- 
seech Thee. through Jesus Christ. 


our Lord. Amen. 
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man’s point of view.” The meeting 
went on every week for eight months 
and authorities on credit unions 
came to Colgan to tell Father O’Reil- 
ly and his people about them. One 
noted credit unionist, Father W. C. 
Dwyer, of Medawaska, Ontario, 
laughed when Father O'Reilly said 
he was aiming for a capital of $5,000. 
“Why, $50,000 would be more like it,” 
he said. 

At last, in May, 1947, Father 
O’Reilly’s government-chartered Ad- 
jala Credit Union elected its first 
Board of Directors. With only two 
exceptions, all the officials were 
farmers like President James Joyce. 
Vice President Mrs. Charles Mc- 
Kenna is a farmer’s wife, and Sec- 
retary-Treasurer Charlie Morrow is 
a building contractor. The same ex- 
ecutive is still in office. 

In the first seven months of opera- 
tion, the farmers of the district cau- 
tiously invested $11,090 in the new 
credit union. It was lent out as fast 
as it came in. When the careful ones 
saw the credit union return 4% on 
investments, they looked with new 
respect on Father O'Reilly's god- 
child. Consequently, in 1948, the 
credit union’s capital swelled to 
$110,000 By June of this year, over 
$150,000 had been invested and lent 
out. Although there is no guarantee 
of any interest rate, the union paid 
4% again last year and shows well 
to do the same this year. This is a 
higher return than both banks and 
government bonds provide. Of the 
union’s profits, 20° goes into a sink- 
ing fund for emergencies (so far 
there have been none), and the re- 
maining 80° regulates the interest 
on investments. So far, each year 
there has been a 1% rebate to bor- 
rowers, but like returns to investors, 
this depends on how the credit union 
fares during the year. 

A loan Committee (farmers Wil- 
liam Ronon, Joseph Kelly and 
Charlie Pendergast) approves all the 
loans. Both investor and borrower 
are protected. “No one will ever lose 
money in the credit union,” Father 
O'Reilly maintains. 

Secretary-Treasurer Morrow _ is 
bonded, and a Supervisory Commit- 
tee inspects the books every three 
months. This continual auditing, plus 
the fact that all credit union business 
is transacted by cheque, practically 
eliminates any chance of dishonesty. 
In addition, all borrowings are in- 
sured against the life of the borrow- 
er. If a man buying a house through 
the credit union were to die, for in- 
stance, the insurance company would 
pay the debt to the union and his 
widow would get the house——-debt 
free. Also, the money he had in- 
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vested in credit union shares (all 
union members must own at least 
one $5 share) would be doubled and 
paid to his wife 

In 1948 Father O’Reilly tackled the 
housing shortage with his usual 
gusto. Although materials were hard 
to get and expensive, he shopped 
uround until he was able to buy large 
quantities of cement blocks, lumber, 
nails and other building supplies at 
a reasonable price. By year’s end he 
had built five houses and had four 
more under construction. His hous- 
ing program supplied much-needed 
jobs for the young men of the dis- 
trict. 

Although he could easily have sold 
the five-to-seven-room houses for 
from $8,000 to $10,000 cash to house- 
hungry Torontonians (one man of- 
fered $12,000 for a house that cost 
about $4,000), Father O'Reilly in- 
sisted on selling the houses to young 
families at cost—from $3,500 to 
$4,500, including land, plumbing, 
wiring, and heating system. The only 
conditions were: they must really 
need a house; they must have at 
least two children; and they must 
want to live in a small town for at 
least five years. No down payment 
was necessary, although some had 
savings they used for that purpose. 
Many just moved in and began pay- 
ing off their house in monthly in- 
stallments (from $20 to $50, de- 
pending on the buyer’s means). 

The credit union keeps the deed to 
house and property until half the 
purchase price is paid, and keeps it 
covered with fire insurance. To pre- 
vent any slick operators from buying 
a seven-room new house for $3,500 
and reselling it for more than double, 
there is a clause in the contract that 
stipulates that if a buyer sells his 
house within five years he must sell 
it back to the credit union at cost 
less depreciation. Similarly, if he is 
forced to move to another district for 
business reasons, what he has paid 
towards the cost of the house is re- 
funded, less deductions for deprecia- 
tion of the house. 

One blizzardy day in November, 
1948, Father O’Reilly had visitors he 
had never seen before. They were 
a young couple with their one-year- 
old daughter. They had come from 
the city. They had come because they 
needed a place to live. They had had 
to move 19 times in the past year, 
and now a second child was on the 
way. 

For a few minutes Father O'Reilly 
talked to the young couple, unob- 
trusively sizing them up. Then he 
said, “I’m building a house in Tot- 
tenham. I started it for the local 
provincial police chief but he’s just 
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been transferred. I'll drive you down 
to see it and if you like it I'll sell it 
to you at cost.” They liked it. 

“It'll be finished in about a month 
—should just beat the stork,” Father 
O’Reilly confided to the young man. 
“The country’s the only place to 
bring kids up. You'll be happy here.” 
They were. I know because I was the 
guy who bought that house. 


Maryland Hires 


Field Representative 

Mr. S. J. Dom- 
ENICK was re- 
cently appointed 
Field Represen- 
tative for the 
Maryland Credit 
Union League. 
Mr. Domenick is 
single, a World 
War II veteran 
with several 
years experience 
in consumer fi- 
nance and insur- 
attended the Maryland 


ance. He 
School of Accounting in Baltimore, 
and has served as a trainee for credit 
union field work for the past year. 


Manners 
RIDING on a J car to town, a noisy 
passenger came aboard. He pushed 
his way down the aisle, meanwhile 
making loud remarks of a disgrun- 
tled nature. He insulted several pas- 
sengers who got in his way. 

A clergyman sitting opposite me 
looked at the man with evident dis- 
pleasure as the noisy one sat down 
beside him. The other passengers 
bore the rudeness with what toler- 
ance they could muster but when 








“The way for a young man to 
rise is to improve himself in 
every way he can, never suspect- 
ing that anybody wishes to hin- 
der him. Allow me to assure you 
that suspicion and jealousy never 
did help any man in any situa- 
tion. There may sometimes be 
ungenerous attempts to keep a 
young man down; and they will 
succeed, too, if he allows his 
mind to be diverted from its 
true channel to brood over the 
attempted injury. Cast about, 
and see if this feeling has not 
injured every person you have 
ever known to fall into it.” 
—Abraham Lincoln. 


the man rose to leave, the clergy- 
man called to him: “My friend, you 
have left something behind you,’ 
The troublesome one turned a bale 
ful eye on the minister, looked at 
the seat he had just vacated, and 
demanded: “what did I leave?” “A 
very Dad impression” the minister 
replied as the car came to a stop. 
Everyone looked at the man. He 
frowned, then broke into a sheepish 
grin. Shamefaced, he had the grace 
to answer, “I'm sorry” as he stepped 
off the treadle. 

-ANVIL 
California. 


Cuorus, Los 


Angeles, 





William H. Burke 


Vice-pres., Eastern District 


WitiiaM H. Burke has been appoint- 
ed to fill the vacancy on the Execu- 
tive Committee of the Credit Union 
National Association left by William 
Cyr. 

Mr. Burke first became a member 
in the Telephone Workers Credit 
Union of Boston. He founded the 
Brookline Municipal Credit Union, 
which is a suburb of Boston, and has 
served as its treasurer since its or- 
ganization in 1939. Mr. Burke has 
served as a member of the board of 
directors of the Massachusetts CUNA 
Association since 1941, two years as 
its president, and a member of the 
National Board since 1942. 

Mr. Burke was born in Boston; at- 
tended school in the Brookline public 
schools; graduated from the Suffolk 
Law School in 1929. He served over- 
seas 14 months during World War I. 
Mr. Burke is married and has five 
grown children. 

Prior to his retirement in 1947, Mr. 
Burke served as secretary to the 
Chief of the Criminal Investigation 
Department for 18 years. Since his 
retirement he has operated a real 
estate office and insurance agency in 
Brookline. The credit union of which 
he is treasurer has grown to a half 
million dollars in assets. 











Handbook on Insurance 
QuESTION: (FrRoM LOUISIANA) 
At a recent chapter meeting one 

of the credit union representatives 
told of the helpful information con- 
tained in the CUNA Mutual hand- 
book. Our credit union does not 
have a copy of this handbook. Could 
you tell us how to go about obtaining 
one? 
ANSWER: 

CUNA Mutual’s’ handbook is 
available, upon request, to all credit 
unions affiliated with their respec- 
tive leagues. It contains a full dis- 
cussion about all of the Society's 
contracts. It is written in a friendly 
conversational style with even the 
most technical information so writ- 
ten it will be easily understood by 
all. Interesting examples and illus- 
trations also tend to make the hand- 
book easily readable. 

CUNA Mutual will be very happy 
to supply any credit union affiliated 
with its respective league, with a 
copy of this handbook. There is no 
charge for this service, except that 
a fee of $2.50 is charged for replace- 
ments if one becomes lost or de- 
stroyed. 


Only 50 Potential Members 
QUESTION: 
(From BritisH CoLuMBIA) 
Ninety percent of our potential 
membership are members (400 out 
of 450). Do you feel it would be 
worth our while to put on a mem- 
bership drive? We doubt that we 
would be able to get many of the 
50 non-members to join. 


ANSWER: 

I hope you will put on an aggres- 
sive drive to sign up all those 50 
prospects. There is a very 
chance that you will find they need 
credit union service as much as, or 
more than, your present members 

While you have certainly already 
done a fine job of getting your group 
to join the credit union, and I con- 
gratulate you sincerely for your 
success, I’m not at all sure you can’t 
do even better. Often a particularly 
tough problem, such as may be 
offered by your 50 non-members, is 
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You are invited to submit your questions on 
any credit union problems to this depart- 
ment. You are also welcome to contribute 
your own ideas on the answers printed 
here. What's on your mind? 
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just what is needed to_ inspire 
greater activity, and therefore, great- 
er success than ever before. 

Besides, a well planned member- 
ship campaign will help increase the 
interest and participation of your 
present members. Few members are 
making full use of their credit union. 


Membership Campaign 
QUESTION: (From lowa) 

It seems to me the best way to 
get new credit union members is to 
give good service. A satisfied cus- 
tomer spreads the word around. In 
other words, why a membership 
drive? Or to put it another way, 
isn’t the best membership drive a 
year-long outstanding 
service, with, of course, the usual 
advertising mediums, such as an- 
nouncements in our company’s house 
organ, notices on bulletin boards and 
the distribution of an 
‘eaflet or circular? 
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ANSWER: 

Certainly no membership drive 
has a chance if the credit union does 
not render good service. It would be 
like ballyhooing dishwater as a re- 
freshing drink. The more people you 
got to drink, the more people you 
would have warning others away 
from your offer. 

But when you do give good serv- 
ice, the experience of other credit 
unions assures you that a period of 
intensive membership activity will 
be helpful. Following are some of 
the factors that cause this to be so: 

1. It is human nature to wait to be 
asked to do something. No matter 
how much we are reminded by 
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printed advertising, and even though 
such material often does sell us on 
the idea, we are as likely as not to 
wait until some interested person 
goes out of his way to give us spe- 
cial attention, in a pleasant but win- 
ning way, before we sign the dotted 
line, or otherwise take the desired 
action. 

2. And it is human nature to con- 
centrate interest on a single activity 
for only a relatively short time. 
While it is relatively easy to get a 
community of people to devote them- 
selves to a good cause for a few 
weeks, it would be difficult and 
probably impossible to win their 
endless devotion. By carefully fos- 
tering united interest in a_ well 
planned drive, it is possible to 
achieve, by group action, astonishing 
results, far greater than could be 
obtained by trying to maintain steady 
interest over a longer time. As a 
rule we work better under pressure 
of deadlines, if the pressure is ap- 
plied by our own aroused interest 
and not by a dictator. 

3. Every member we go out of our 
way to get, and get, is one more 
member to pass the word around 
about the good service we render. 
He thus speeds up by that much the 
progress you refer to. Suppose that 
on a certain day every member to 
whom you rendered your good serv- 
ice was to bring in a new member. 
Suppose that during the day you 
rendered service to twenty mem- 
bers, ten of whom were brought in 
by the drive and ten of whom were 
old members. At the end of the day 
you would have forty members rep- 
resented, twenty of whom were the 
result of the drive. The point is that 
without the drive you might finally 
get every possible member, but that 
with the drive you greatly speed up 
that happening. 


Insurance Settlements 

QuESTION: (From Sout Dakota) 

We have a Loan Protection con- 
tract with CUNA Mutual Insurance 
Society which provides for total and 
permanent disability coverage, as 
well as death. In the event of a claim 
arising out of the disability of one 
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of our members, what is the length 
of the waiting period before settle- 
ment of the claim will be made by 
the Insurance Society? 


ANSWER: 

There is no waiting period re- 
quired in the settlement of a dis- 
ability claim by the CUNA Mutual 
Insurance Society. When it has been 
established that the member is 
totally and permanently disabled, the 
credit union should immediately file 
claim form C-6 completed in full 
on both sides together with any other 
pertinent facts and information with 
respect to the member in question 
and should also send along a certi- 
fied or photostatic copy of the mem- 
ber’s account. Upon receipt of the 
necessary papers in this office, if the 
claim is found to be a valid claim, 
prompt settlement will be made. 


Nebraska Holds Schools 
To Develop Treasurers 
And Volunteer Organizers 


THe Omana Cuapter of Credit Un- 
ions sponsored a school for treas- 
urers with sessions beginning Friday 
evening of December 2, and continu- 
ing Saturday morning, afternoon, 
and Sunday afternoon. Sessions for 
Volunteer Organizers were held the 
following Monday and Tuesday eve- 
nings. 

The attendance of the sessions for 
treasurers included about an equal 
number of interested directors, cred- 
it, and supervisory committeemen, 
who were not passing by a chance 
to learn more about credit unions. 
The attendance ranged from about 
1) to 55. Among those present were 
3 from Lincoln, a husband and wife 
from North Platte, and Father Duren 
from Westphalia, Iowa, who brought 
a principal, a teacher, and 8 students 
to attend part of the Saturday ses- 
sions. One encouraging remark came 
from Mr. Healy of the Union Pacific 
Terminal Employees Credit Union 
to the effect he had learned more 
about credit unions in the school 
than his previous 7 years as credit 
union treasurer. 
basic ac- 
procedures; history and 
principles; procedures for loan ap- 
proval; relations between the treas- 
urer and the members, board of di- 


The course covered: 
counting 


rectors, credit and supervisory com- 





COVER PICTURE 


Lawrence Kramer, president of the 
Northwest Engineering Credit Union of 
Green Bay, and Frank Warner provide 
an example for asking potential mem- 
bers to join during the membership 
drive. 
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mittees. The classes for Voluntee1 
Organizers considered: digging up 
the leads, do's and don't’s, charte 


application meeting, first board 
meeting, and demonstrations 

Henry Grignon from the Bureau 
of Federal Credit Unions led the 
discussion on basic accounting. This 
session turned out to be far from 
boring. To get the theory of account- 
credit 


ant, the reasons foi union 


accounting procedures, and ques- 
tions and answers on correct proce- 
dure—aroused much interest. 

The session on History and Prin- 
ciples was led by J. Orrin Shipe. 
The presentation covered the de- 
velopment of the early credit unions, 
the leagues and Credit Union Na- 
tional Association, bonding, supplies, 





and insurance. In a later session Mr. 
Shipe discussed many predicaments 
in which treasurers find themselves 
involved with credit union em 
ployees, committees, and directors 
Henry Peterson, the managing- 
director of the neighboring state of 
Kansas, led the discussion on Loan 
Protection. As a part of this session, 
actual loan applications were used 
to demonstrate the problems and 
procedures, 


Needs a Partner 
“Young man who gets paid on 
Monday and is broke on Wednesday 
would like to exchange small loans 
with a young man who gets paid on 
Wednesday and is broke by Mon- 
day.” 


The New York Times Praises O' Dwyer's 
Appointment of William Reid 


HE New York Times editorial 

opinion of a past president of 
the Credit Union National Associa- 
tion and present director of CUNA 
Mutual Insurance Society harmo- 
nizes with the opinion of credit 
unionists by the hundred that know 
Mr. Reid. 

The Times comment reads, “Mayor 
O’Dwyer’s choice of William Reid 
to be Deputy Mayor in his second 
term, beginning January 1, can be 
applauded heartily and without re- 
servation. Mr. Reid is a civil serv- 
ant of more than thirty years’ 
experience in city employ, much of 
it in intimate relation to financial 
problems. He had the confidence 


of the late Mayor La Guardia, who 
promoted him to high office. Mayor 
O'Dwyer has used him in various 
important advisory and administra- 
tive capacities, in addition to mak- 
ing him Chairman of the Board of 
Transportation. Mr. Reid enjoys 
the respect of state officials dealing 
with municipal finances and local 
tax problems. He is a quiet, reserved 
man who saves his indignation for 
worthy issues and who is more in- 
terested in good government, as we 
assay him, than in politics. He is a 
sound man on finance. He can be 
counted on for independence in pre- 
senting a point of view to the 
Mayor.” 





Bill Reid is sworn in as Deputy Mayor of New York City 











Here are new and tried publicity 
ideas. Ideas in the mind of the mem- 
ber is the first step to his participa- 
tion in the -credit union. “Credit 
union know-how” will lead him to 
more opportunity and happiness. 


THE BrinGeE suggests: 

1. that you mark and use the ideas 
which attract you 

2. that you adapt them to conver- 
sation, pay inserts, circulars, blotters, 
posters, and house organs. 

3. that illustrations be reproduced 
by tracing, photo-offset, or photo 
engraving 

4. that mats of Idea Exchange 
Features may be purchased for 30c 
each from Tue Bripce for printing 
uses. (See below.) 

5. that each release contain full di- 
rections as to where and when credit 
union service is available. 

Please send copies of all your pub- 
licity material to THe Bripce. Your 
participation in the Idea Exchange is 
helpful to other credit unions and 
sincerely appreciated 


Mats Available 

Mats, from which cuts for repro- 
duction may be economically made, 
are available for Idea Exchange fea- 
tures when so indicated beneath the 
feature. These cost 30 cents each. 
Orders should be sent, and checks 
made payable to Tue Bripce, Madi- 


son 1, Wisconsin 


Membership Privileges 

The membership of our credit un- 
ion has made quite a stride these 
past few months. This proves that a 
greater number of our employees 
have recognized that the credit union 
is a very convenient arrangement 
for a savings account, which pays a 
liberal dividend, and it is also a 
“Friend In Need,” when a member 
desires to make a loan 

If you are not already enjoying 
the advantages and privileges—Join 
Now—Don't put it off!—SWEMCU 
News Cast. The Sherwin-Williams 
Employe’s Credit Union, Chicago, 
Illinois 
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Every Month We Grow 


Every month more and more peo- 
ple join the ranks of ESEO. If we 
could add a few more right now, 
we could really gain national recog- 
nition by having everyone eligible 
for membership belonging to ESEO 

100°, of the potential and state 
wide. It could be we'd be the only 
credit union in the entire U.S. serv- 
ing an area of an entire state with 
100°,, of the potential members as 
members. Why not check in your of- 
fice and see who is not a member, 
and then do a little missionary work. 

The new members since last we 
went to press are: Georgia Lee Dug- 
gin, Newton Rose. John W. and 
Bessie H. Bobo, Manette Hansen, 
Beulah W. Ross, Stephanie Stephens, 
Ramsey Ricks, Susie J. Wright, Carol 
B. Blankenship, Frank E. Griffom, 
Corrine F. Stephens.—Esto ReMINpD- 
ER, ESEO Employees Credit Union, 
Oklahoma City, Oklahoma. 


Invited To Join 


“Welcome! Come on in! Be a mem- 
ber of the Teachers Credit Union!” 
That is the invitation that is given 
new teachers in Hillsborough Coun- 
ty. 

As a member of the Credit Union, 
you will find it easier to save money 
regularly, safely, and with expecta- 
tion of a reasonable dividend. 

As a member of the credit union, 
you will find it simpler to borrow 
money, and a whole lot easier to pay 
it back, because it costs you less. 
Loans up to $300 are made on a 
member's signature at only 1% per 
month on unpaid balances and this 
includes insurance against loss from 
death to age 70 and permanent and 
total disability to age 60 for insur- 
able members. Larger loans are 
made for such purposes as purchas- 
ing furniture, automobiles and home 
repairs. 

The Teachers Credit Union is 
owned, controlled and operated by 
the school employees of Hillsborough 
County. It was started in 1934 when 
a charter was granted by the State 


Exchange 


. 
Banking Department. In 15 years, 
it has grown from an insignificant 
$45 capital to a business with more 
than a half-million dollars in assets. 
There are 1,378 members—“nearly 
everybody belongs to the credit 


union.” 
ry’ 
To become a member, you 


Florida. 


There Must Be Something To It 

We are such creatures of habit, 
that we were just about to write: 
“Such popularity must be deserved,” 
but it’s such an old one we decided 
not to use it. You see, since Janu- 


» 


ary 2, 1949, and up to the time of 


FOR TIRE or whole auto 
LOANS 


see your 
CREDIT UNION 


Thrift and Loan service 





an — fh. 


March Poster 


Automobile financing requires our increased 
attention in the interest of our members. 


This poster will help. 


Single posters are 25c each: additional 
posters in the same mailing 12!%2c each— 
all less 20% discount to member credit 
unions in the USA. Subscriptions for 12 


monthly posters 10 times above prices. 


* (Mats available: see column one) 


The Credit Union Bridge 


pay 
only 25 cents entrance fee and buy 
at least one $5 share. For more in- 
formation, call at the Credit Union 
office in Madison Street school, tele- 
phone M-3479, or write to P. O. Box 
643, Tampa 1, Florida—Crepir Un- 
ION Courter, Hillsborough County 
Teachers’ Credit Union, Tampa, 





—- 








—_ 


See = 
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going to press (April 15, 1949), the 
Credit Union signed up over 550 new 
members. “There must be a reason.” 
There we go again! “Eventually, why 
not now.” Oh, well, we give up. 
There is nothing new under the sun 
anyway, so what's the use trying to 
be original. It’s too tough. But you 
know what we mean. And we didn't 
conduct a contest for new members 
either, so we didn’t have to give 
anything away. The thing just grows 
and grows and grows—without a bit 
of artificial fertilizer—-we mean the 
Credit Union of course—what else? — 
PANAIR CrepIt UNION News, Miami, 
Florida. 


A Suggestion To Help You Save 

Borrowing members are perhaps 
less inclined to save because they 
feel that they simply do not have the 
extra money to put aside. However, 
it is truly surprising how even the 
smallest amount can grow over a 
period of time. 

Why not, when making a payment 
on your loan, put the odd change on 
your share account to provide a 
cushion for future emergencies: or, 
decide to make your payment the 
same even amount each month and 
anything over the principal and in- 
terest would be applied on shares? 
Here is an example of the latter sug- 
gestion: John Smith has a $480 loan 
which is being repaid over a period 
of 24 months at the rate of $20.00 plus 
interest. Since the first payment 
would be $24.80 ($20 plus interest at 
1% for one month on $480, or $4.80) 
John decides to make a flat payment 
of $25 each month. At the end of 24 
months his loan would be paid in 
full and he would have $60 in his 
share account. We'll wager, if you 
follow the example of John, you'll 
never be sorry you decided to repay 
your loan this way. How about mak- 
ing this a resolution for the new 
year?—G.M.T.C. Employees Pontiac 
Federal Credit Union BULLETIN, 
Pontiac, Michigan. 


Two Fleas Fall In Love 

Two fleas fell in love and got mar- 
ried; being young, industrious and 
ambitious, they worked hard for a 
long time and saved their money. He 
never drank or stayed out late; she 
was thrifty, loyal and economical. 

They didn’t have much fun, but 
they loved each other dearly; and. 
besides, they had the satisfaction of 
working for the future. One day they 
counted all the money they had 
saved, and imagine their surprise 
and joy to find that they had amassed 
the sum of five dollars. 

Did all this money turn this thrifty 
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Idea Exchan ge 


couple’s heads? On the contrary it 
gave them an idea! If they could 
save five dollars, why not ten? 

A firm resolve was born in their 
minds—they would have something 
all to themselves, something that no 
other fleas had ever dared to even 
hope for. From that day on, they re- 
doubled their efforts to save. 

They toiled, dreamed, economized, 


Five Million Americans 
CAN'T BE WRONG! 


THAT IS THE NUMBER NOW USING 
CREDIT UNION SERVICES 


(Including 2700 depositors and 2600 borrowers in 
our own organization.) 





N. N.S. & D. D. Company Empvovees’ Crepit Union 
INCORPORATED 


Organized June - 1928 
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A CREDIT UNION HAS TWO 
PRIMARY FUNCTIONS: 
1. To encourage systematic savings. 
2. To provide the opportunity to borrow for provi- 
dent purposes at a low interest rate. 
* 
THIS WAS OUR RECORD AS OF 
JUNE 30, 1949 
% We had $386,247.39 paid in on Shares. 
*% We had $40,002.35 paid in on Deposits. 


% We had made Icans to the employees of the Ship- 
yard totaling $5,942,834.27. 


% Our net loss on loans amounted to $6,378.03 which 
is far below the national average 


% We have paid $107,770.57 in Dividends to our 
Stockholders. 


% We have paid $5,514.42 to the Depositors. 
* 


The Credit Union Movement Is Over 
A Hundred Years Old 
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and sacrificed all the pleasures ordi- 
nary fleas indulged themselves in 

all for a purpose. Months rolled by 
and at last came a day when the 
last penny was deposited in the 
stocking. That day they went out and 
bought a home, I mean a dog. 

Crepit Union Courter, Hillsborough 
County Teachers Credit Union, 


Tampa, Florida. 


Why YW Should Eonow 
from NOUR Credit Union 


* 


1. Tue Interest Rate Is Low. 


Keeords throughout the country still show that 
many loans are being made at excessive interest 
rates. 


2. We Have No Hmpen Cuarors 

Many loan institutions still add various kinds of 
charges to the cost of the loan, such as investigation 
fees, attorney fees, various types of insurance, etc. 


3. It Is Convenrent To Borrow From Us. 


We are open nine hours a day to serve you. We 
are within a short distance of every department 
of the yard. 


- 


You Wm. Be Borrowino From Feitiow 
Emptoyvees Wuo Unperstanp Your ProsieMs. 
We are liberal in our dealings with the borrowers 


al 


. Every Loan Is Hewp In Strict Conrinence 
We try to protect your interest as much as we can. 


6. Tue Stocknotpers Wnro Borrow ARE 
Makino Money For THEMSELVEs. 


7. We Encovrace Turirt AmMone Our Borrowers 
We have secured a number of Stockholders by 
encouraging borrowers to begin saving a little 
each week as they pay back on their loan. We will 
accept any amount on Shares, but prefer that the 
payment be at least a dollar 


WHAT ARE Yu? NEEDS? 





SEE US AT ONCE IF YOU NEED MONEY TO 


1. Buy an automobile 


to 


Make repairs to your home. 
Pay hospital and doctor bills 
4. Pay school exenses 

5. Purchase furniture 

6. Buy winter fuel 

7. Buy clothes 

8. Take a vacation 

9. Pay insurance premiums. 

10. Pay accumulated bills. 

1]. Pay Taxes. 

* 


‘Not for Profit, Not for Charity, But for Service’’ 


The above leaflet was prepared by the N.N.S. & D.D. Company Employees’ Credit 
Union in a 4 page leaflet, actual size 4 x 7 inches. 
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Not The Other Guy-—You! 

A short time ago there were fou 
men engaged in conversation. Two of 
these men were members of the 
Board of Directors of the Panair 
Credit Union. The other two men 
were from a relatively small but 
very important department of the 
Latin American Division. The latte: 
two were lauding the benefits and 
services of the credit union but were 
frank in their disappointment that 
a number of their fellow employes 
were not credit 
“Come on over,” 


union members. 
they said, “we'll 
show you a dozen prospective mem- 
bers to sell on the idea of joining the 
credit union.” At this point the two 
board members joined the other two 
men in their feeling of disappoint- 
ment, but not entirely for the same 
reason. 

The credit union doesn't belong to 
the board of directors; it doesn’t be- 
long to the supervisory committee 
nor to Pan American Airways. The 


Idea Exchan ge 


Panair Credit Union belongs to it 
members, three thousand five hun 
dred strong. Any member of the 
board or the supervisory committee 
is always glad to hear of a prospec- 
tive member and to take the time to 
fully explain the benefits and serv- 
ices of the credit union to that pros- 
pect. But their limited numbe: 
(fourteen) is a handicap in person- 
ally contacting each of the fifteen 
hundred employees who still have 
not “joined.” 

The best promotion the credit un- 
ion can receive is from you—not 
Hank in the other hangar, not Pa- 
tricia in the other office, not Jim 
working on the other wing, but you. 
You tell the prospect about the bene- 
fits and services. You tell him about 
the new house you bought—financed 
by the credit union. You tell him 
about the money you saved by con- 
solidating your bills and eliminating 
the payments to the loan-sharks. 
You tell him how the credit union 
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came to your aid with financial as 
sistance when your son was rushed 
to the hospital. You tell him about 
the vacation you were able to enjoy 
because you received the needed as- 
sistance from the credit union. You 
tell him, no, show him the shiny 
new car you were able to purchase 
by financing through the credit un- 
ion. Don’t be selfish, share your 
knowledge of the credit union with 
those not yet familiar with it so 
they, too, may benefit. 

Your board and supervisory com- 
mittee aren’t trying to pass-the-buck; 
they are asking for your assistance. 
3500 salesmen can find and sell to 
more prospects than only 14; that 
makes sense, doesn’t it? All right 
then, let’s go!—Panair Crepir UNION 
News, Panair Credit Union, Miami, 
Florida. 


Job Exchange Thru Credit Union 

Have you been temporarily laid 
off? Are you willing to work if you 
can find a job? Or—on the other 
hand—are you looking for someone 
to do an odd job for you—perhaps 
some painting, car repairs, cleaning, 
hauling, etc.? Then let’s get together. 
Your credit union will be glad to 
list your name, address, telephone 
number, and craft or trade, in the 
office. Members who have jobs to be 
done will probably find just the man 
they are looking for by going 
through our list. True happiness can 
only be achieved when we help each 
other. When you have an odd job to 
be done see your credit union first. 
If you are out of work list your name 
with us at once. Let’s help each other 
all we ecan.—G.M.T.C. Employees 
Pontiac Federal Credit Union But- 
LETIN, Pontiac, Michigan. 


Wise Men Say 
@. Confurius says: “Delinquent ac- 
counts like disease —make Credit 
Union dwindle away like sick child. 
Prompt payment on loan best medi- 
cine 


q. How many cents a dollar is worth 
depends on how much sense the 
spender has. 


@ If the mailman stopped to argue 
with every dog that barked at him 
he would never get the mail deliv- 
ered. If you're right, go ahead. 


q@. If you want to live to see 90, don’t 


keep looking for it on the speedom- 
eter. 


q@. We ought not to look back unless 

it is to derive useful lessons from 

past errors, and for the purpose of 

profiting by dear bought experience. 
George Washington. 


The Credit Union Bridge 











WISE PLANS SAY 


E 
Join 
YOUR CREDIT UNION 


THRIFT AND LOAN SERVICE 








Membership Drive Poster available through your league supply department 
or Cuna Supply cooperative 


@ A gift of gab is a poor substitute 
for good deeds. 


@ The tongue, being a wet place, is 
likely to slip when going fast. 


@ Luck is where preparation meets 
opportunity. 


@ The mind is like the stomach. It 
is not how much you put into it that 
counts but how much it digests 


A. J. Nock. 


Have You A Plan? 

No home, no business, no life was 
ever built successfully without a 
plan. 

A sound financial foundation is the 
basis of every successful plan, and 
one of the best ways to establish 
such a foundation is with a Credit 
Union savings account. — Tropical 
Telco Federal Credit Union, Crepitr 
Union News, Miami, Florida. 


Check Credit Contracts 

Here is how to find the total cost 
of a credit contract. 

1. Multiply the amount of your 
monthly payments by the number of 
months required to pay, plus the 
amount of your down payment or 
trade-in allowance, minus the cash 
purchase price. The difference is the 
cost of credit. 

2. Don’t stop here, though. Keep 
a record of these figures, and before 
you agree to the obligation, come to 
your credit union and find out for 
yourself the difference in the cost 
of credit. 
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Earnings made by your credit un- 
ion are returned to you and your 
fellow-members.—Panair Credit Un- 
ion, Miami, Florida. 


Buying A New Car? 

If you are contemplating the pur- 
chase of a new car, you no doubt wil! 
shop around to determine where you 
can obtain the best and most for 
your money. In your eagerness to 
get behind the wheel of the new car 


you may simply sign the usual forms 
with the dealer for financing the 
purchase. But at this point you 
should be extremely careful and use 
the same good judgment in shopping 
around for the financing as you did 
in making your decision on the auto 

mobile itself. 

And there is no better place to 
shop for money than at your own 
credit union. So before you obligate 
yourself elsewhere consider the fol- 
lowing: 

1. Find out the total cost and se- 
lect the financing plan which gives 
you the best value—in interest and 
insurance cost, as well as conven- 
ience of making payments. You'll 
find that you can’t beat the plan of 
your own credit union. 

2. Our interest rate of 1% per 
month on the unpaid balance is 
equivalent to a total interest cost of 
$12.50 per $100 over a 2-year period. 

3. A fact frequently overlooked 
in most financing plans is that the 
credit union automatically insures 
all of these loans against the death 
or total and permanent disability of 
the borrower at no additional cost 
to him. 

4. You may obtain dependable 
collision, comprehensive, and liabil- 
ity insurance coverages for your 
automobile at favorable rates. 

5. At any time you wish to pay 
off the balance with the credit union, 
interest is charged only up to that 
date. No short-rate rebate.—Panair 
Credit Union, Miami, Florida. 





DE?OSIT SLIP 


DSLPHIC CREDIT UNION LTD 
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he above appeared in our last issue. 
So, no doubt, does the Delphic member who says : 

"It may be of interest to note that during the past few years, 

during which I have purchased a piano and an electric refrigerator by 

Delphic loans in addition to paying numerous hospital bills, by making 

out. my deposit slips according to the left hand sample, I have increased 

my share account from $20.00 to $92.00". 


DEPOSIT SLIP 


DELPHIC CREDIT UNION LTD 





We feel it is worth 








From the Delphic Credit Union, Montreal, Quebec. 
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HE 80 new 
ported by 29 states and prov- 


credit unlons re- 


inces during December fell far 
hort of what we desired. Still it does 
not place us too badly so far as ou 
annual total and progress toward the 
1000 goal by April 30 is concerned 
We can and will make up the differ- 
ence. It was 26 less than last month 
and 27 less than December last year 
December was the 3rd month during 
1949 when we failed to surpass the 
corresponding month of 1948. Lead- 
ing leagues for were: 
Texas, 12; Illinois and New Jersey, 
7 each; Ohio, 5; Alberta, North Da- 
kota, and Saskatchewan, 4 each 
In the 1949 


reached a total .of 955 new credit 


December 


calendar year we 
unions. If you note a discrepancy in 
the monthly reports it is due to a 
duplication in Ohio during Novem- 
ber which was not detected in time 
to change the report. Correction was 
made in December. Totals for pre- 
vious years are: 1948—821; 1947 

555; 1946—499. The ten top leagues 
in total new credit unions reported 
were: Texas, 70; Ontario, 69; Cali- 
fornia, 64; Illinois, 57; Ohio, 56; New 
York, 55; Michigan, 47; Pennsyl- 
vania, 34; Florida, 30; Louisiana, 28. 
The one-or-more-each-month club 
lost one junior member in the final 
month leagues 
finished out the year with California, 
Ohio, New York and Texas retaining 
Illinois, 
Michigan and Pennsylvania holding 
junior membership. After the Janu- 
ary records are closed these latte: 


Louisiana. Seven 


senior membership and 


three may join the senior group and 
we will start a new class of juniors 


1000 New Credit Unions 

Eight months (two-thirds of the 
time) of the 1000 new credit union 
drive period are now past. Our total 
is now 618 as compared with 524, 
335, and 350 for the same months 
of previous drives. In the remaining 
1 months we must reach nearly 100 
per month. That is far from impos- 
sible and yet we must each and every 
one get busy now and do a little 
more than our share to be certain of 
going over the goal. Analysis of 
records over the past 10 years shows 
clearly that April is our best month, 
January and March about average 
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955 New C.U.’s in 1949—To Achieve 1000 Drive Goal 


A Bit More Push Needed 


By W. B. TENNEY 


Assistant Director of Organization 


and February one of our worst. Let’s 
make all of them best this year. Top 
leagues for the drive period so far 
are: Texas, 49; Illinois, 41; Ohio, 40; 
California, 38; Ontario, 35. Twenty- 
four leagues appear on the Honor 
Roll this month, having reached 75% 
or more of their quota: 


League Quota Organized Percent 


Alaska i) 5 500 
Louisiana 13 21 161 
Montana . 4 6 150 
Florida 12 15 125 
North Dakota 5 6 120 
Virginia . at 11 110 
Texas 45 49 109 
Manitoba 12 12 100 
Nebraska 1] 11 100 
Colorado 7 7 100 
New Hampshire 3 3 100 
Newfoundland 0) l 100 
Wyoming 0 l 100 
SU pc nccnawcs 45 4) 89 
Puerto Rico if) 8 89 
Indiana 17 15 88 
Ontario . 40) 35 87 
Alberta RP 16 14 87 
New Jersey 23 19 83 
New York 40) 32 80 
New Brunswick.. 5 4 80 
Oregon 5 4 80 
Kansas 14 11 78 
Tennessee 16 12 75 


Standings of the various districts 
as of December 31 were: 


District Quota Organized Percent 
Southern 185 144 77.8 
Eastern 165 104 63 
Central 150 94 62.7 
Canadian 155 93 60 
Western 125 75 60 
Northeastern 115 60 52.1 
Midwestern 105 418 45.7 


Standings and quotas of the vari- 
ous leagues on the same date were: 


CANADIAN DISTRICT 


Alberta (16) 14; British Columbia 
(20) 6; Manitoba (12) 12: New 
Brunswick (5) 4: Newfoundland (0) 
1; Nova Scotia (30) 9: Ontario (40) 
35: Prince Edward Island (5) 1; 
Quebec (5) 1: Saskatchewan (22) 10. 


NORTHEASTERN DISTRICT 

Connecticut (25) 7: Maine (5) 3: 
Massachusetts (20) 12; New Hamp- 
shire (3) 3: New York (40) 32: 
Rhode Island (10) 2: Vermont (12) 
# 

EASTERN DISTRICT 

Delaware (1) 0; District of Colum- 
bia (12) 2; Maryland (10) 5: New 
Jersey (23) 19; Ohio (45) 40; Penn- 
sylvania (54) 24; Virginia (10) 11: 
West Virginia (10) 3 











New Credit Union Drive 

EACH MONTH our button-popping 
friend above will portray the total 
gained in the 1000 New Credit Union 
Drive. 

THE GOAL: 1000 new credit unions 
between May 1, 1949 and April 30, 
1950. 

Let's all help him drive the marker 
over the top. 








CENTRAL DISTRICT 

Illinois (68) 41; Indiana (17) 15: 

Michigan (47) 30; Wisconsin (18) 8. 
MIDWESTERN DIstRICT 

Iowa (20) 2: Kansas (14) 11: 
Minnesota (21) 7; Missouri (29) 11: 
Nebraska (11) 11: North Dakota (5) 
6: South Dakota (5) 0. 

SOUTHERN DIstTRICT 

Alabama (13) 6; Arkansas (4) 0: 
British South America (1) 0; British 
West Indies (5) 1; Canal Zone (2) 
0; Florida (12) 15; Georgia (15) 4: 
Kentucky (13) 7; Louisiana (13) 
21; Mississippi (5) 3; North Caro- 
lina (17) 10; Oklahoma (11) 6: 
Puerto Rico (9) 8; South Carolina 
(4) 2; Tennessee (16) 12; Texas (45) 
49. 

WESTERN DISTRICT 

Alaska (0) 5; Arizona (6) 1; Cali- 
fornia (60) 38; Colorado (7) 7; 
Hawaii (6) 2; Idaho (6) 1; Montana 
(4) 6; Nevada (4) 0: New Mexico 
(5) 0; Oregon (5) 4; Utah (9) 1; 
Washington (13) 9; Wyoming (0) 1. 
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The above report shows several 
leagues are in good position to go 
over the 100% mark before the end 
of the drive April 30. If you are one 
of these, be sure you don’t “rest on 
the oars” until you have reached 
your goal. 


Volunteer Organizers’ Contest 


With ten months of the contest 
period over the race is still a very 
close one. This is already the most 
successful contest yet held by all 
standards. Fifteen contestants repre- 
senting 10 leagues have entered and 
reported a total of 48 new credit 
unions. Standings as of December 3] 
were: 


W. Richards, Ohio............... 11 
F. Keinz, New York.............. 8 
E. Holder, Tennessee............ 8 
D. MacKinnon, Michigan........ 5 
M. Gregory, Illinois............. 4 
V. Porath, Pennsylvania.......... 4 
W. Hinze, Michigan.............. 3 
W. Jack, New York............. 2 
M. Widerman, Maryland......... 1 
A. Gromt, Onitario.......ccccces 1 
J. Timpany, Louisiana........... 1 


E. Shuba, Pennsylvania; S. Jackman, 
Texas; T. Landers, Michigan; and E. 
Ludwig, Jr., Illinois—None reported. 

January and February remain of 
the current contest period. The lead 
can change several times in that 
period. 

A new contest will begin March 1, 
1950. Plan now to enter and start 
working toward a good lead in the 
early months. To enter, follow these 
simple rules: 
1—Send a letter to Mr. T. W. Doig, 
Managing Director, Credit Union 
National Association, Madison 1, 
Wisconsin, advising him of your in- 
tentions to enter. 
2—Soon after the organization of 
each credit union, advise Mr. Doig 
of that fact. 
3—On or before the March 31 fol- 
lowing the close of the contest send 
Mr. Doig a list of all credit unions 
you organized during the contest 
period. 

In your letter of entry, ask also 
for the free Volunteer Organizers Kit 
of useful material to help you in your 
efforts. 


Philippine Round-UP 


From the Credit Union News pub- 
lished by the Credit Union National 
Association of the Philippines. 


@ For more adequate security— 
when one needs money there is no 
other financial institution that can 
surpass a well managed credit union 
in making this money available with 


February, 1950 


the least possible delay and at a 
reasonable rate of interest. 


@ Eighty-three credit unions now 
organized. Our goal is 100 credit un- 
ions by December 31, 1949. We have 
17 more credit unions to organize 
within the next six weeks. We can 
if we will. Our football coach taught 
us that the only difference between 
the mediocre and the star player is 
that the star reaches a little higher 
to catch the ball- and runs a little 
faster toward the goal. Come on, 
credit union stars. 


@ The hope of the world does not 
rest with the few who will do much 
but the many who will do something. 


@ Mr. Parial writes concerning An- 
tero Lazaga (Supervising Teacher 
for San Pedro, Binan, and Sta. Rosa, 
and already member of our credit 
union Founders’ Club). “We shall 
hear more of Mr. Lazaga whose in- 
terest in the common man and co- 
operative democracy springs from a 
heart that is in the right place. He 
is at present working on the organ- 
ization of three barrios (villages) 
which when completed will make 
these three barrios models in rural 
community improvement in all re- 
spects.” .. . Mr. Daniel Ratonel also 
belongs to the Founders’ Club with 
two credit unions to his credit .. . 
is much interested in the uplift of 
the common man. Through his wise 
guidance, the Pangil tenants won 
rights which are theirs according to 
law and he has put the association in 
a very influential position . . .” 





Founders Club 
New Members 


Since our last report the following 
new members have been admitted to 
the Founders Club: 

Mr. Ph. P. Isaacs, M.C.W. Employ- 
ess’ Credit Union, Winnipeg, Mani- 
toba, Canada. 

Miss Bertha Doty, St. Joseph Par- 
ish Credit Union, Rayne, Louisiana 

Mr. A. Zorn, Moloney Employees’ 
Credit Union, St. Louis, Missouri. 


Mr. A. M. Blasius, Armour-Virden 
Federal Credit Union, San Mateo, 
California. 

Mr. Lorenzo J. Beaudoin, Saco- 
Lowell Employees Federal Credit 
Union, Biddeford, Maine. 

Mr. John P. Dodd, Chicago Central 
Office Credit Union, Chicago, Illinois. 

Mr. J. Gillett Kibbey, UCES Em- 
ployees’ Credit Union, 
City, Missouri. 

Mr. Charles Jones, Jr., Old Hick- 
ory Credit Union, Old Hickory, Ten- 
nessee. 

Mr. Edward A. Johnson, Bull's Eye 
Credit Union, Rapids, 
Wisconsin. 

M.E.S. Burke, Southern Teachers’ 
Federal Credit Union, Louisiana. 

Mr. Bert H. Bowers, Jackson Tran- 
sit Employees’ Federal Credit Union. 
Jackson, Mississippi. 

Mr. J. R. Perry, Berrien Teachers’ 
Credit Union, Benton Harbor, Michi- 
gan. 

Mr. Niel Cory, Cudahy Brothers’ 
Credit Union, Cudahy, Wisconsin. 

Mr. Robert Taylor, Tropical Telco 
Federal. Credit Union, Miami, Flori- 
da. 

Mr. Dugal A. McCallum, Kelsey 
Hayes Federal Credit, Detroit, Mich- 
igan. 

Mr. J. Wistar Stowe, Lynchburg 
Transit Employees’ Federal Credit 
Unien, Lynchburg, Virginia. 

Mr. Faris Davis, Arden Employees’ 
of California Federal Credit Union, 
Los Angeles. 

Mr. Francis Hallissey, F.S.A. Em- 
ployees’ Federal Credit Union, 
Washington, D. C. 

Mrs. Anita A. Compton, First Ken- 
tucky Employees’ Credit Union, 
Louisville, Kentucky. 

Mr. C. O. Cherry, VAR 39 Federal 
Credit Union, Denver, Colorado. 

Mr. Cyrus Poirier, St. Paul’s Credit 
Union, Summerside, P. E. I. 

Mr. E. E. Altman, Georgia State 
League Credit Union, Atlanta, 
Georgia. 

Mr. Hector Cole, Abrasive Work- 
ers’ Credit Union, Niagara Falls, On- 
tario. 

Mr. Vernon B. Moore, St. Brigid’s 
Parish Credit Union, Toronto, On- 
tario, Canada. 

Mr. John Doleman, Sacred Heart 
Paris Credit Union, Petersborough, 
Ontario, Canada. 

Mr. Arvid F. Nelson, Northwestern 
Publishing Co., Employees’ Credit 
Union, Danville, Tfinois. 


To Pay or Not To Pay 
Lawyer: “Twenty-five 
please.” 
Client: “What for?” 
Lawyer: “My advice.” 
Client: “I’m not taking it.” 


Jefferson 


Wisconsin 


dollars, 
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Credit Union Members Speak-up 


By E. K. WarkKIns 


N a visit to the Northwest 
Engineering Credit Union at 
Green Bay, Wis., Howard 
Fuller, the treasurer, obtained per- 
mission from the plant superinten- 
dent to permit me to go through the 
plant and visit with employees 
regarding their credit union 
The first one I stopped to ask was 
publicity shy, but not shy about ex- 
pressing his feeling toward the credit 
union. In answer to the question, 
‘Has this Northwest Engineering 
Credit Union served you?”, he an- 
swered, “We have a good credit 
union. You know, a short time ago, I 
withdrew all but $5 and got laid up 
right after that for 13 weeks, and the 
credit union kept me going.” 


Mr.S. Stein 
brecher an- 
swered the 
question, 
“Good! it sure 
has helped 
me. I've been 
in it since it 
was organized 
10 years ago 
and also my 
3 children.” 
When union 
helped him save he answered, “Well, 
I've borrowed more than I have 
saved, but my children are doing fine 
My boy has put his earnings in the 


asked il the credit 


credit union from selling papers and 
working evenings and Saturdays, and 
he has a dandy account.” 

Walter De 
Groot turned 
out to be a 
credit union 
director, so I 
asked him 
how long he 
had been a 
member, and 


how he hap- 





pened to join 
it. I didn’t 
need to keep asking him questions to 
get an answer. He said, “I’ve been a 
member for about 7 years. They were 
after me when this credit union 
started, but I wouldn't join. I'd been 
in a plant where one started in the 
front office, but the plant fellows had 
nothing or would have nothing to do 
with it. Later it folded up 

“After this credit union had been 

ing about 3 years they did get a 


couple of bucks out of me and got 
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me in. Then the fellow representing 
this section on the credit union board 
of directors died, and they asked me 
if I wouldn’t serve just a couple of 
months until the annual meeting. 
Well I grudgingly agreed, and you 
know, I’ve been happy ever since. I 
had no idea there could be such a 
good thing. In fact I feel that I am 
cheating some of these other fellows 
out of some happiness by staying on 
so long. Watching this thing grow to 
over $400,000 and the benefits that 
come from it, is a great experience.” 


Robert Noel 
works in the 
office. When I 
approached 
him with my 
question, he 
‘*This 
credit union is 
all right.’’ 
Then I asked 


him if it ever 


said, 


helped him 

save, and he answered, “Well, I neve 
got around to saving until I got in 
the credit union. You know, this is 
so easy and convenient. I wish they 
had payroll deduction, because what 
you don't see you don't miss, and I 
would save so much more.” 


Another member who had failed 
to set aside part of his earnings, was 
faced with an illness of his wife. He 
finally turned to his father-in-law 
who in turn suggested a credit union 
loan. The loan was obtained, and 
along with it a small sum was in- 
cluded with repayments for shares 
The loan has long been paid, but the 
regular deposits to the share account 
has continued. 
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I'm beginning to wonder if the piano is any 
good.” 








Leo Schaut 
answered, 
“The credit 
union here is 
OK. It gives 
us good pro- 
tection on our 
loans. They 
are insured in 
case we per- 
manently are 
disabled or 
die. It’s a good place to do business.” 

The photo of Frank Jaloszynski 
was not good, but when I asked him 
how he happened to join the credit 
union he said, “I read these monthly 
bulletins for a long time. Finally I 
joined to make a loan, and I am glad 


I did.” 


Lawrence 
Kramer is 
president of 
the credit un- 
ion. He at- 
tended the 
original or- 
ganization 
meeting, be- 
cause he 
thought it was 





to organize a 

union. When it turned out to be a 
money organization, he felt sure 
they didn’t know enough to run a 
financial organization. In spite of his 
opinion he was elected to the board 
of directors, and told me, “I sure was 
wrong.” Mr. Kramer is one of the 
two members that has served on the 
board from the beginning. 


Kathleen tS 
Maloney is an {J PAYS 10 
employee of COME HERE 
the credit un- lin 
ion. I asked 
her if she 
could illus- 
trate the ap- 
preciation the 
members had 
for the credit a» a 
union. She an- 
swered, “During the steel strike the 
men missed some time. A batch of 
them were up here to get a little 
money to help them along, and they 
sure went out with a smile.” 








One member mentioned when I 
asked how he happened to join the 
credit union, “Well I saw the bulle- 
tins. Then my dad had belonged, and 
I knew from him that it was a good 
thing.” 

In another instance an employee 
got involved with numerous loans 
and charge accounts during his wife’s 
illness. To help get out of the jam, he 
was hauling wood to save the cost of 


coal, when the truck turned over and 
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sent him for a seige in the hospital. 
The treasurer of the credit union 
visited him and suggested, “Suppose 
you let us get your debts together 
in the credit union and keep you 
going.” The loan was made, and 
repaid satisfactorily. 


Mat Wells 
answered my 
questions re- 
garding his 
and othe: 
credit unions 
in Green Bay. 


selected him to co-ordinate between 
the management and the credit union 
board of directors on matters of com- 
mon interest, and as so often happens 
to people who become aware of the 
benefit of credit union service, Mr. 
Harris became a booster for it, and 
went out of his way to gather expe- 
rience from other credit union lead- 
ers. 


Mr. Harris has held various posi- 
tions with Schusters during the past 
20 years, his last position being that 
of store superintendent. He is a grad- 
uate of the University of Wisconsin 


administration, personnel relations, 
and labor relations. He is married 
and maintains his home in Elm 
Grove. His family consists of his wife 
Carol, and nine year old daughter, 
Lynne. 


Gathering the Facts 


Reader at Library—Have you a 
book called “Man, the Master of 
Women?” 

Librarian—The fiction department 
is on the second floor.—Eseo Re- 
minder, E.S.E.O. Federal Credit Un- 


with specialized training in business 


He impressed ion, Oklahoma City, Oklahoma. 
me with an 
objective 
viewpoint that 
is careful to ke. 
consider the viewpoint and rights . - hes” 
of others. With pride for the demo- 
cratic procedure of their credit 
union, he told how all the men in his 
department wrote on a ballot who 
should be nominated to represent 
their department on the board of 
directors. The ballots continued until 
one man received a majority, and he 
said, “I did not get elected to the first 
board.” Mr. Wells’ spirit wasn’t 
dampened. He kept plugging for it 
just the same. About 3 years later he 
was elected. For two years, Mr. 
Wells missed being elected president 
by one vote, but he values the com- 
plete democratic procedure more 
than a position. When I found that 
he had served as chairman of the 
Extension Committee of the Wiscon- 
sin Credit Union League, and had 
personally assisted in the formation 
of seven new credit unions in his 
vicinity—it seemed to me that mis- 
sionary work of Robert Green of 
the Northwest Railway credit unions, 
who helped form this credit union 10 
years ago, was bearing fruit not only 
among the employees of Northwest 
Engineering Employees Credit Union, 
but among many other employees in 
his community. 






Membership Drive TIP 


THE MORE MEMBERS you get, the more happy you will 
be because you use Cunadex. Cunadex will save you 
at least 50% of posting and reference time .. will 
keep your members’ accounts at your fingertips. 


And here’s a special bargain 


At almost any price Cunadex is a bargain, because 
of the time and labor it saves you. But for less than half 
the cost of the standard steel Cunadex cabinets you 
may have these special Cunadex cabinets (No. 864), 
which are substantially and attractively constructed 
of hard wood. 


Wisconsin Adds 

New Field Representative 
ArtTHuR S. Har- 
rs has taken up 
his new duties as 
field representa- 
tive for the Wis- 
consin Credit 
Union League. 
His interest in 
credit unions be- 
gan 10 years ago 
while employed 
for Schusters 
(department store) in Milwaukee. 
The management of the company 


We are able to offer you this superlative, less-than- 
half-the-usual-cost bargain because of a once-in-a-life- 
time purchase. We urge you to take advantage of it 
at once. (If you are not completely pleased with any 
Cunadex, you may return it for full refund.) 


For complete information write or wire, giving your 
present and potential membership, to your league if it 
handles supplies, otherwise to 





Cuna Supply Cooperative, Madison 1, Wisconsin 
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Past Member Values Credit 
Union 


I'o: Quonset Pornt Crepit UNION. 
We are endeavoring to start a 
credit union here at this activity, and 
would like to secure some detailed 
information and what recommenda- 
tions you have to offer us in getting 
one started. I have in the past be- 
longed to the one at your activity. 
We have a small group of men who 
have belonged to other credit unions, 
and would very much like to be the 
nucleus in getting one started here. 
I feel confident of your whole 
hearted support in helping us.—John 
Bleckner, Wold Chamberlain Field. 


Minneapolis, Minnesota. 


Go To League Annual Meeting 
To: Mr. Witt1am W. Pratt, Exec.- 
Dir. 
PENNSYLVANIA Crepit UNION LEAGUE 
Your letter telling me that the en- 
tire League Board and staff of the 
Pennsylvania Credit Union League 
are planning to attend our 16th an- 
nual convention in Atlantic City was 
the best piece of credit union news 


New Orleans City Employee Credit Unions 


Exchange Ideas on 


HE six credit unions serving 

2500 employees of the city of 
New Orleans. held a_ conference 
to exchange information regarding 
their policies and efforts to encour- 
age member thrift, loans, loan de- 
linquencies, operating problems, and 
the various services they render to 





I ever received. As far as I am aware, 
this is the first time that the entire 
Board of Directors and staff of a 
credit union league attended the con- 
vention of its neighboring league and 
I want you to know that our Board 
of Directors were mighty happy. 
Henry Stricker, Jr., Managing Di- 
rector, New Jersey Credit Union 
League. 


Reason tor 217 New Members 
To Tue Eprror: 

Our membership growth from 707 
to 924 can be attributed to active 
collectors in the various Depart- 
ments, who ennaernge the opening 
of new membership accounts. 

Possibly even more important than 
this is the old adage that it pays to 
advertise, as we have been keeping 
the Credit Union’s name before the 
employees by suitable periodic bul- 
letin board posters, which at times 
emphasize saving when we need 
additional funds, and at others stress 
the advantage associated with the 
members using the Credit Union 
where they have to secure financial 


Member Service 


the members. 

The president of the Louisiana 
Credit Union League, the managing- 
director, the CUNA field representa- 
tive, and the field examiner of the 
Bureau of Federal Credit Unions 
were on hand to contribute infor- 
mation and experience. 


= m@ 


At the end of the table is M. T. Ducros, president, Sewerage & Water Board Employees, FCU. 


In the back row are: 


S. N. Theriot, treasurer, Sewerage & Water Board Employees, FCU; Gus 


Knowles, treasurer, Dept. of Public Welfare Employees, FCU; Helen Persigo, NOME FCU; Theodora 
King, president, Dept. of Public Welfare Employees, FCU; Harold Moses, president, Louisiana 
Credit Union League: George Haylon, NOME Federal Credit Union, and Josie Foerster, and 
Colonel Shelton P. Hubbard, vice-president, NOME FCU. 

In the front row are: S. Benidetto, Sewerage & Water Board Employees FCU; J. Chris Bentel, 
treasurer, New Orleans Public Belt RR Employees FCU; Paul Mullins, federal examiner; E. L. 
Fontaine, managing director, Louisiana Credit Union League; Hassel Hood, representative CUNA; 
Henry Armagnac, treasurer, New Orleans Firemen’s Employees FCU; and Captain F. J. Aragon, 
treasurer, New Orleans Police Dept. Employees Credit Union. 
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assistance. In addition, we have used 
our Company publications for vari- 
ous articles, and we occasionally have 
put out some publicity such as 
paper matches, annual statements in 
printed form, etc. As mentioned, I 
believe that these two features are 
largely responsible for this healthy 
growth.—H. Walter Johnson, Presi- 
dent, Sun Employees’ Credit Union 
of Philadelphia. 


Promotion and Education 

From: THe (CALIFORNIA) CREDIT 

Union DIGEST 

Recently I became acquainted with 
a member of another credit union. 

As a result of frequent contacts we 
got very well acquainted and one 
evening were discussing the purchase 
of a home which he was contem- 
plating but was having difficulty 
raising the down payment, being un- 
able to dispose of some unimproved 
property which he owned. I sug- 
gested that possibly his credit union 
would be willing to make him a loan 
in a sufficient amount to take care of 





Garland K. Keeling 


New Managing-Director of Virginia 
GARLAND K. KEELING has been se- 
lected by the Virginia Credit Union 
League to assume the duties of man- 
aging-director. 

Mr. Keeling is a native of Virginia. 
He worked up to the position of 
production foreman during his 12 
years service with the Morton Manu- 
facturing Company of Lynchburg. 
While working as a foreman of the 
Hill City Laundry of Lynchburg, he 
became treasurer of the credit union 
serving this group, and soon was 
showing an active interest in the 
whole credit union program. 

Mr. Keeling was born at Keysville 
in 1918. After graduating from high 
school he took a number of night 
Y.M.C.A. courses in Lynchburg. He 
is married and has two children 
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the down payment, accepting the un- 
improved property as security or 
possibly some other form of security. 
He expressed amazement at my sug- 
gestion as he had been told by fel- 
low employees that the most he could 
borrow from his credit union was 
$300. At my further suggestion he in- 
vestigated and found that it was 
possible for his credit union to make 
loans up to several thousand dollars 
with proper security. 

This causes us to wonder just how 
clearly the services of a credit union 
are understood by its members and 
potential members. It is entirely pos- 
sible that this particular instance is 
not remote but is rather widespread 
throughout the credit union move- 
ment. 


It has long been our contention 
that credit unions lack adequate edu- 
cational, promotional or advertising 
programs which will inform those 
within the field of membership of 
each respective credit union of the 
services which are available to them. 
We wonder what volume of loans 
credit unions could safely make to 
their members are being secured 
from other lending agencies. We have 
been told by credit union officials 
that if all of those worthy persons 
within their field of membership ap- 
plied to the credit union for loans to 
‘vare for their complete credit re- 
quirements they would have to have 
at least double the capital they now 
have. 

We have the further opinion that 
those credit unions which more ag- 
gressively pursue a program of pro- 
motion are the more prosperous type 
of credit union. Not only do they 
provide a more effective service for 
their members but also they provide 
such additional services for their 
benefit as Loan Protection and Life 
Savings insurance. It is not fair to 
criticize credit union officials per- 
orming their responsibilities without 
thought of remuneration for their 
failure to keep those within the field 
of membership properly informed of 
the services available but it is our 
responsibility to point out from time 
to time that in accepting an office 
there comes the obligation to per- 
form his or her duties in such a 
manner that the most effective serv- 
ice is provided. 


Decentralization 

From: Crepit UNION BULLETIN, AL- 

BERTA GOVERNMENT 

Credit unions are a means of 
democratizing the management of 
money. Credit unions were con- 
ceived in the mind of the founder 
of credit unionism on this North 
American continent, as associations 
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through which the people with 
enough courage to organize them- 
selves would have a means of build- 
ing up the finances of the group or 
community, so that the money is still 
in the hands of the group or kept 
in the locality, controlled by them 
and available for their use. This 
phase of the decentralization effect 
of credit unions is a salutary one 

. and should not be forgotten for 
it leads away from monopoly and 
dictatorship. 

The goal to be attained by all 
credit unions is a perfect adminis- 
tration so as to offer as great if not 


a greater security than that offered 
by any other institution established 
in this province. 


Observation of C.U. Conference 
From: CALIFORNIA CrepIt UNION 

LEAGUE 

The officers in the audience were 
handling wealth running into many 
millions, yet their minds were not on 
larger profits but better service and 
ways of expanding the movement— 
proof that the sole ambition of all 
Americans is not to accumulate 
wealth to live on easy street.—by 
Jim Brown. 


NY 


SERVICE 


More than 80 branch claim 
offices, hundreds of claim rep- 
resentatives and thousands of 


agents coast to coast in this 














LUMBERMENS writes aviation, boiler and machinery, 
burglary, group, hospital, personal accident, plate glass, 
public liability insurance, fidelity and surety bonds. Fire 


and allied coverages are written in associated companies. 


LUMBERMENS 





SECURITY 


Lumbermens has achieved 
consistent increases in assets 
and surplus to policyholders 
each year since organization 


in1g12. This is a record unique 


in insurance history. Back of a Lumbermens policy are assets 
exceeding $93,000,000 and a policyholders’ surplus of $12,000,000. 
Most of the assets are in cash or highly liquid investments. 





country and Canada are ready twenty-four hours a day to help 


Lumbermens policyholders when they have losses. 








L Um b @rMe@NS mzwae cAsvatty company 


James S. Kemper, chairman 


H. G. Kemper, president 


Home Office: Mutual Insurance Building, Chicago 40 
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Coming Events 

February 3-4-5 — New Jersey 
Credit Union League annual meet- 
ing, Hotel Traymore, Atlantic City, 
New Jersey. 

February 11 Maryland Credit 
Union League annual meeting, Em- 
erson Hotel, Baltimore, Maryland. 

March 3-4—Texas Credit Union 
League annual meeting, Adolphus 
Hotel, Dallas, Texas. 

March 11—Connecticut Credit Un- 
ion League annual convention, Von- 
derlieth Auditorium, Stamford, Con- 
necticut. 

March 11-12—Oklahoma Credit 
Union League annual meeting, Hotel 
Tulsa, Tulsa, Oklahoma. 

April 7-8-9—Kansas Credit Union 
League annual meeting, Jayhawk 
Hotel, Topeka. 

April 14-15-16—Nebraska Credit 
Union League annual meeting, 
Yancey Hotel, Grand Island, Neb- 
raska. 

April 15—Kentucky Credit Union 
League annual meeting, Seelbach 
Hotel, Louisville, Kentucky. 

April 21-22—Colorado Credit 
Union League annual meeting, Mu- 
nicipal Auditorium, Sterling, Colo- 
rado. 

April 22—Illlinois Credit Union 
League annual meeting, Sherman 
Hotel, Chicago, Illinois. 

April 22—Tennessee Credit Union 
League annual meeting, Andrew 
Johnson Hotel, Knoxville, Tennes- 
see. 

April 22-23—Louisiana Credit Un- 
ion League annual meeting, Lake 
Charles, Louisiana. 

April 25—Quebec Credit Union 
League annual meeting, Montreal, 
Quebec. 

April 25—Quebec Credit Union 
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Building Progress of Filene House January 3, 1950 
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League annual meeting, Montreal, 
Quebec. 

April 28-29—Ontario Credit Union 
League annual meeting, Hotel Lon- 
don, London, Ontario, Canada. 


Building Filene House 


Since the National Board voted to 
receive additional funds for the con- 
struction of Filene House the follow- 
ing amounts have been received as of 
January 11, 1950. 


Lake County CU Chapter, Gary, Ind.....§ 71.81 
Mioneapolis Postal Emp. CU, Minneapo- 

Me, BEIM. ccc cccccccccccccccccesoocce 18.73 
Summerland and District CU, West Summer 

a re 5.00 

Pitman Moore CU, Indianapolis, Ind..... 25.00 

Vic-Bems CU, Vieteria, B.C... cccccccece 5.00 
Wyandotte Chemical Emp. CU, Wyan- 

Gotta, Migh. occcccccccccccccccccccese 210.00 


Arrow S. CU, National Stock Yards, Lll.. 1,000.00 
St. Francis Tertiary CU, Chicago, Ill.... 10.00 
Union Teachers CU, Chicago, Ill......... 1,000.00 
Air Line Pilots Assn. FCU, Chicago, Ill. 25.00 
Detroit Newspapers CU, Detroit, Mich... 250.00 
Kearney and Trecker CU, Milwaukee, 


BE, cocccosesececoceccececoeoeeeoese 100.00 
Rhode Island League CU, Providence, 

ele cocccccecccccoccccescoccsesoeeoce 25.00 
Wisconsin State Journal CU, Madison, 

Wile Sevcccescccessecesteceoscesetces 10.00 
Phoenix CU, Milwaukee, Wis............ 50.00 
Municipal Emp. CU, Eau Claire, Wis.... 5.00 
Mosinee Paper CU, Mosinee, Wis........ 5.00 
Milwaukee Emp CU, La Crosse, Wis..... 25.00 
Main Office CU, Neenah, Wis............ 10.00 
Interstate CU, Milwaukee, Wis.......... 10.00 
Hummel and Downing CU, Milwaukee, 

ERs  aesnsepece pusecendeseeebesasene 5.00 
Gasco CU, Milwaukee, Wis.............. 100.00 
Employees Mutual CU, Wausau, Wis.... 50.00 
tutchers Local CU, Milwaukee, Wis..... 5.00 
Appleton Wire CU, Appleton, Wis....... 9.00 


$3,025.54 





Miniature Shovels 
Individuals contributing $5 or more 
to the construction of Filene House 
since September 1949 is entitled to a 


tie clasp or brooch as shown above 
on request. 


( G. Hyland, Madison, Wis....... owe Sf 
0. H. Edgerton, Madison, Wis............- 5.00 
, Ty: See, Be, Biiccccunddcnwneanes 5.00 
a. 
- 
, ne ) 


C. O. Skorstad, Minneapolis, Mina....... 5.00 
J. U. Shipe, Madison, Wis.........---- coos «65.00 
H. L. Timme, West Springfield, Mass..... 5.00 
H. M. Rhodes, Washington, D.C........... 5.00 
lt. W. Doig, Madison, Wiccweseceoessnn ‘ 5.00 
Ruth Ryan, Madison, Wis...........+-++-- 5.00 
Elaine Richgels, Madison, Wis.....-------- 5.00 
Marion Gregory, National Stock Yards, Ill. 5.00 
Moses Davis, Atlanta, Ga.........---+++- - $40 
Swift & Company, 

National Stock Yards, Ill...........+++- 125.00 
John Colby, Madison, Wis.........-- coco |§6=— 8 
E. K. Watkins, Madison, Wis............+. 5.00 
Melvin Widerman, Baltimore, Md......... 10.00 
A. J. Alt—Fed. Empl. CU, Gary, Ind..... 10.00 
Natalie Gifford, Madison, Wis............. 5.00 
Helen Gifford, Madison, Wis............. 5.00 
Ralph Peterson, Madison, Wis............. 5.00 
Edna Kanneberg, Madison, Wis........... 5.00 
W. A. Dunkin, St. Louis, Mo............. 5.00 
Esther Lunder, Madison, Wis...........+- 5.00 
A. J. Alt—Fed. Emp. CU, Gary, Ind..... 20.00 
Thomas B. Benson, Madison, Wis......... 10.00 
Mrs. Elsie Petersen, Stamford, Conn....... 5.00 
John V. Nation, Toledo, Ohio............ 5.00 
Mr. J. DeLay, Atlanta, Ga..........-0+000s 5.00 
Mrs. J. DeLay, Atlanta, Ga..........++-+- 5.00 
T. W. Doig, Madison, Wis.............+. 15.00 
Frederick Bauer, Stamford, Conn......... 5.00 
David Arsenault—Wyandotte Chemicals 

CU, Wyandotte, Mich..............-++++ 90.00 
Mr. and Mrs. Howard Custer, 

Madias®, Witiecccccccccccccscccsccccese 10.00 
Harry Lash, Western Springs, Ill......... 5.00 
T. E. Davis, Santa Ama, Calif............. 5.00 
P. H. Montgomery, Los Angeles, Calif..... 5.00 
Richmond Chapter of CU, Richmond, Va... 10.00 
Ralph Bendel, Tulsa, Okla...........++++ 5.00 
Floyd Fuller, Cudahy, Wis...........+.++ 5.00 
Charles Lorum, Cudahy, Wis............. 5.00 
A. J. Alt—Fed. Emp. CU, Gary, Ind....... 10.00 
Arthur M. Kahler, Appleton, Wis......... 5.00 
Gordon Smith, Hamilton, Ont............. 5.00 
Vaughn Liscum, Madison, Wis............. 5.00 
Wm. Knight, Sioux Falls, S. D........... 5.00 
Jack Conroy, Chicago, Ill...........eee0- 5.00 
Wm. B. Tenney, Madison, Wis........... 5.00 
John Eidam, Omaha, Neb..........scsceeee 5.00 
Stanley Dale, Ft. Harrison, Mont......... 5.00 
Richard Archer, Minneapolis, Minn....... 5.00 
John Moore, Oakland, Calif...........+e0. 10.00 
C. S. Case, Portland, Ore.........+-0+++++ 5.00 
Paul Deaton, Dayton, Ohio............+++- 5.00 
Thomas W. Doig, Madison, Wis........... 20.00 
H. E. McArthur, Waukegan, Ill........... 5.00 
Somme Da, TA, Beikccccccccsseuccse 5.00 
Thomas Molloy, Regina, Sask............. 5.00 
FR SO Bee 5.00 
Wm. Pratt, Philadelphia, Pa............... 5.00 
Bernice Johnson, Madison, Wis........... 5.00 
Ga. LeTourneau FCU, Tournapull, Ga..... 10.00 
C. E. Murphy, Oakland, Calif............. 5.00 
Gwyn Davies, Walled Lake, Mich......... 5.00 
Roy C. Marshall—Det. Newspaper Ind. 

CU, Bete, Biiecccacsssscccccecccs 85.00 
Gene Cotterman, Madison, Wis........... 5.00 
Adeline Conlin, Madison, Wis.......... - 5.00 
Thomas W. Doig, Madison, Wis........... 5.00 
L. R. Nixon, New Britain, Conn........... 5.00 
Omaha U.S. FCU, Omaha, Neb........... 10.00 
Herb Vetter, Des Moines, lowa............ 5.00 
Bert Beales, Madison, Wis..............- 10.00 
Melvin H. Widerman—Md. CU League, 

DE, Mistrestnc catedaveskenedies 100.00 
Leroy Sternberg, Davenport, Towa........ 5.00 

° $835.00 


The Credit Union Bridge 























Attract New Members - 


Credit Union Service that pleases your 
members finds its way into the conversa- 


tions with non-members and many other 





people. 


The CUNA Automobile insuxsial Program 


Provides the policyholders with favorable 





experiences to talk about—the liberal claims 
policy, the information they get from their 
insurance advisor, the dividends, the ease 
of getting a quick loan on their automobile 
because of the automatic loss-payable clause 
provision, and the ease of putting the cov- 


erage into immediate effect. 


Offer the CUNA Automobile Insurance Program ) 


For Dependable and Complete Service 


For further information write Cuna or 
our Credit Union Insurance Department. 



































Employers Mutual Liability Insurance Company of Wisconsin 





Home Office: Wausas, Wisconsin 


Credit Union Insurance Department: Wausau, Wisconsin 


February, 1950 23 














Clear Track Ahead! 


With Loan Protection and Life Savings I’ve got a clear track ahead! 





I save every payday—put a little in my share account. The more I save, 


the more life insurance the credit union buys for me—up to $1,000— 
and I don’t pay one cent of premium for it! 

But that’s not all! 
When I need money I borrow from my credit union rather than withdraw 
my shares. That way I keep my Life Savings insurance, and 
at the same time ['m covered with Loan Protection on what I borrow! 


Anyway you look at it, it’s a good deal! 


Credit Unione! Loan Protection and Life Savings work together! 


ay _.. Members save more—your share 
Liark borrow rather than disturb their insurance 
Loan Protection and Life Savings draw new membe 


ienoniW Jo Melee 5 tetncton of ati : 
CUNA MUTUAL INSURANCE SOCIETY 


MADISON, WISCONSIN ¢ HAMILTON, ONTARIO 
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